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MEDCO Helpful Guide in Buying Mixed Cars of 
Douglas Fir, White Fir & Pine |): 








| FEA 
i R 





















to have him contact you promptly. 
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In line with today’s demand, Medford Corp. is helping 4x4, 4x6 | 
customers keep their inventories close to requirements— ; 
by loading assorted mixed cars of Douglas Fir, White & Small Timbers Mouldings | 
Fir and and Pine items. 
Rely on MEDCO mixed cars to keep your inventory balanced—so that you 
are able to meet all customers’ needs promptly and efficiently. 
Look over the attractive assortment MEDCO can ship you in one car, in- 
cluding small casing and base and detail moulded standard patterns in Boards, S/L, CM 
both Pine and Fir; also standard siding patterns. 
Of course, we also make straight car shipments of boards, dimension, tim- 
bers, industrial items, etc., in Douglas Fir, White Fir, Sugar Pine and Pon- 
derosa Pine. 
Send us your inquiries for 5/4, 6/4, 8/4 & 12/4 industrial clears. = 
See your MEDCO representative, or if you are not acquainted with the se 
MEDCO representative in your area, drop us a line and we shall be pleased Chi 
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Silentite 
assures your Continuing Profits 








They’re coming in from all over the country—thousands of inquiries 
about Curtis Silentite windows. In mailboxes everywhere, prospective 
builders are seeking information on this outstanding Curtis product. 

Such popularity is the best assurance of dealer profits with Curtis 
Silentite windows and Woodwork— now and in the years to come. It 
is a popularity solidly based on Curtis quality—precision crafts- 
manship—and the research which keeps Curtis Woodwork constantly 
abreast of building trends and public demand. 

Curtis’ manufacturing facilities are still devoted to filling the needs 
of established Curtis dealers. Curtis will again be able to welcome 
new dealers when the supply of Curtis Woodwork permits. 


CURTIS COMPANIES SERVICE BUREAU 
CLINTON, IOWA 


A Department of Curtis Companies Incorporated 


Clinton, lowa + Wausau, Wis. + Chicago, Ill. + Sioux City, lowa 
Lincoln, Nebr. * Topeka, Kan. +« Minneapolis, Minn. 


. cL, 
April 23, 1949, AMERICAN LUMBERMAN © 
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Popularity comes naturally to 
the new Curtis Silentite! It is 
20% more weathertight even 
than the original Silentite— 
America’s first “insulated” 
window. Designed on an en- 
tirely new principle, the new 
Silentite has ‘‘floating”’ 
weather-strips that always fit 
snugly, yet permit easy move- 
ment of the sash—plus a host 
of other advantages. Silentite 
— made in twelve sash styles— 
is a truly beautiful window 
with the streamlined appear- 
ance that assures quick cus- 
tomer approval. 





Here’s an outstanding achieve- 
ment in merchandtising—the 
big Curtis Woodwork Style 
Book! Leased only to estab- 
lished Curtis dealers, this book 
illustrates Curtis Woodwork 
and Curtis Silentite windows 
in beautiful colors and in ac- 
tual room settings. Curtis deal- 
ers are finding it increasingly 
helpful in selling customers 
who want the best in wood- 


work. 
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Chicago Building Materials Dealer Rings Up "First"; 
Hines Yards Sponsor Workshop Program via Television 





Walt’s Workshop television show is given the green light by Hines Lumber company 
officials. The contract with NRC covers 26 weekly programs, starting April 4. Seated, 
left to right, are John McPartlin, NBC television salesman, Jules Herbuveaux, NBC 


Chicago video manager, and Phil Greden, Hines advertising manager. Standing, left 
to right, are George Morris, NBC local salesman, E. M. Rochford, Hines branch yards 
general manager, and Thomas Kivlan, account executive of George H. Hartman Com- 
pany, agency. 





TELEVISING LUMBER 
Video by Hines takes building 


materials into customer's house 


EDWARD HINES LUMBER 
COMPANY, Chicago, has scored a 
double play as the first building 
materials dealer to use television 
as an advertising medium and by 
fielding a high class educational 


program in the process. The half 
hour weekly program, called Walt’s 
Workshop, is keyed to a how-to-do- 
it theme. 

Walter Durbahn, nationally 
famous instructor in Industrial 
Education at Highland Park high 
school, shows homeowners how 
to make their own repairs around 
the house. He also shows owners 




















of home workshops how to make 
things with simple, everyday tools. 
Instruction and directions are kept 
on a down-to-earth, practical level. 
It’s a case of good advertising, good 
public relations, and—we can’t re- 
sist adding—one case where tele- 
vision lives up to its advance bill- 
ing. 


SOUTHERN PINE 


Manufacturers hear need for 
better dealer relationship 


LUMBERMEN attending’ the 
34th annual meeting of the South- 
ern Pine Association at New Or- 
4leans, April 5-6-7, heard straight 
from the shoulder reports on dealer 
complaints about Southern Pine 
distribution methods, and construc- 
tive suggestions on how to improve 
dealer relations. 

V. Joseph Wardein, lumber 
dealer of Alton, Illinois, spoke on 
“All’s Not Quiet on the Mid-West- 
ern Front,” in which he told the 
manufacturers present of the need 
for good quality, properly loading 
lumber shipped and handling the 
material so as not to involve un- 
necessary labor due to carelessness 
and _ indifference. 

Mr. Wardein told of how war 
regulations, particularly price con- 
trols, and competition from increas- 
ing use of trucking hit hard at 
profits of lumber dealers but de- 
clared that “‘we stuck with you lum- 
ber manufacturers in spite of these 
disadvantages.” He also said that 
the situation was made worse by 





LATEST REPORTS ON 






STOCKS AND SALES FROM NATION'S RETAIL YARDS 


STOCKS % Change SALES % Change 
No.of Dec. 31, Jan. 31, from Dec. Jan. from 
Yards 1948 1949 Dec. 1948 1949 Dec. 

REGION (M Feet) (M Feet) 

New England (Maine, N. H., Vt., Mass., R. I, Conn.).............. 64 25,495 26,566 +4.2 7,730 7,460 — 3.5 
Middle Atlantic (New York, Pa., New Jersey) Jee 38,594 39,762 +3.0 9,758 8,108 —16.9 
East No. Central (Ohio, Ind., Ill., Mich., Wis.) . patestee ae 64,555 64.373 —0.3 14,410 12,143 —15.7 
West No. Central (Minn., la., Mo., N. D., s..B., ‘Neb., Kans.) eee © 900 139,634 145,811 +4.4 24,237 13,168 —45.7 
S ith Atlantic (Delaware, W. Va., to Florida). . ee uc 20,157 20,373 +1.1 10,704 9,096 —I5.0 
t South Central (Ky., Tenn., Ala., Miss.) . 25 7,269 7,119 —2.| 2,130 1,676 —21.3 
West South Central (Ark., La., Okla., Texas)... SNA e en Cee CC emer 43 12,248 12,701 +3.7 3,800 2,350 —38.2 
i intain (Mont., Ida., Wyo., Colo., N. M., Ariz., Utah, Nev.).. 157 33,622 33,308 —0.9 6,430 5,250 —18.4 
Focifie (Washington, Oregon, California) .. c+. Oe 128,528 122,771 —4.5 34,976 34,571 — 12 
Total Independent Yards .. 570 208,709 206,686 —1.0 66,540 55,793 —16.2 
ere .. 1,153 261,393 266,098 +1.8 47,635 38,029 —20.2 
All Reporting Yards ... . 1,723 470,102 472,784 +0.6 114,175 93,822 —17.8 
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the unreasonable manner of mixing 
cars of Southern Pine, some cars 
being so badly mixed and loaded 
“that is required double and triple 
time to unload and sort the stock.” 

“A manufacturer should have 
enough pride in his products that 
it becomes a matter of routine to 
load and ship his materials by or- 
derly and careful method,” he said. 
“When a lumber dealer opens the 
car door he gets his first impression 
of what type of mill he is dealing 
with.” 

“You hear many conversations 
about the return of a normal mar- 
ket,” he said. “I think we have a 
normal market now.” 


H. C. Berckes, sec- 
retary-manager of 
the Southern Pine 
Association, which 
held its 34th an- 
nual meeting = at 
New Orleans on 
April 5-6-7. 





Mr. Wardein told the manufac- 
turers that unless lumber products 
are made to coordinate with new 
and improved other items of build- 
ing materials, ‘“‘we are taking a 
chance of the lumber being replaced 
by substitute items, even though it 
be at a higher cost.” 


Pointing out that the Southern 
Pine industry was suffering from 
“an illness that has attacked so 
widespread that many symptoms 
must be treated at the same time,” 
C. O. Aschmann, Chicago, President 
of the National Association of 
Commission Lumber Salesmen, 
warned that “no one can outline 
quickly and definitely a set of speci- 
fications that will regain or retain 
for Southern Pine a favorable com- 
petitive position.” He said, how- 
ever, that closer working of a lib- 
eral, well-meaning policy with the 
lumber salesmen can help to 
broaden the market for Southern 
Pine boards and dimension. 

“If you will pardon my profes- 
sional pride,” he said, “I would like 
to extoll the part played by the 
commission lumber salesmen in 
serving your best interests and 


8 


those of the entire lumber indus- 
try.” 

“Let’s forget the green-stained 
lumber and unwanted lumber that 
was forced into use in the war 
years and shortly thereafter, which 
left many dealers in a mental frame 
to need rehabilitation as Southern 
Pine distributors,” he added. ‘Let 
us now consider the direct selling 
which seeks to by-pass the commis- 
sion labor salesmen and wholesaler, 
and the huckster hawking by truck- 
ers which robs the retailer of much 
of his business. In the interest of 
Southern Pine industry, it might 
be well for you to inform any one 
who participates in this traffic that 
your big competitors in the West 
have no part in this and it is only 
human for the dealer to favor those 
who do not offend him.” 


Mr. O’Brien, Trade Promotion 
Manager, told the subscribers that 
a total distribution of a quarter 
million pieces of literature had been 
completed in the year, including a 
series of pamphlets on quality im- 
provement in manufacture, season- 
ing and shipment of Southern Pine. 
He referred to the importance of 
visits by field men to hundreds of 
lumber dealers, commission men, 
salesmen, architects, engineers, 
specifiers and colleges over the Na- 
tion, including 22 lectures before 
special classes in four leading uni- 
versities in the South and Middle 
West. He said that the Southern 
Pine Association had taken the lead 
in modern timber designing with 
the publication of an instruction 
book entitled “Modern Timber En- 





gineering,” which was now in its 
second printing. 

At the annual election of officers 
for the ensuing year, H. M. Sea. 
man, Houston, was renamed presi- 
dent, with all other officers also re. 
elected. These were E. O. Lightsey, 
Miley, South Carolina, first vice- 


president; J. R. Bemis, Prescott, 
Arkansas, second vice-president; 
W. T. Neal, Brewton, Alabama, 


treasurer, and H. C. Berckes, New 
Orleans, secretary-manager. E. A. 
Frost, Shreveport, Louisiana; W. T. 
Murray, Alexandria, Louisiana; 
and 8S. E. Moreton, Brookhaven, 
Mississippi, were named as direc- 
tors-at-large for the Association. 
At the election of officers of the 
Southern Pine Industry Committee, 
C. C. Sheppard, Clarks, Louisiana, 
was renamed chairman; R. M. 
Eagle, Carmona, Texas, vice-chair- 
man, and Mr. Berckes, secretary. 


MODEL HOME 


Cedar Shingle Bureau pushes new 
moderate priced five-room house 


ACCORDING to W. W. Wood- 
bridge, secretary-manager of the 
Red Cedar Shingle Bureau, lumber 
dealers will have a major role in 
publicizing and selling a five-room 
house that features the use of red 
cedar shingles. 

The house, as pictured in na- 
tional advertising, is an attractive, 
modern design that puts the stress 
on maintaining quality while get- 
ting the price down in the moderate 
range. 


“This Certigrade National 





Plans for Cedar Shingle Bureau Home 
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PLAN NO. 3 NO BASEMENT (FOR NORTHERN CONSTRUCTION) 


One of the three floor plans available for the latest model home designed by the 
Red Cedar Shingle Bureau. Plans will be distributed exclusively through retail lumber 
dealers. Other plans employ a full basement and adaptations for construction in warmer 


parts of the nation. 
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7 LHST/ A NEW 


WEATHER STRIP | 


that just 
slides into place! 














NOW ANYONE CAN BUILD PRE-FIT 
UNITS FROM KD STOCK! 





WEATHER STRIP 


Never before a strip so 
easy and quick to install 


...s0 profitable to use 


COMPLETE COVERED JAMB This sensational new weatherstrip is a solid 
unit side jamb cover of heavy white metal with a spring bronze cap over the 
parting stop area. As illustrated at the right and lower left, the spring cap 
has two wings extending out and under each sash to form a weather-tight, 
constant seal. Windows never stick or bind with Twin-Cushion. Eliminates 
wood parting stop. Use with any type sash balance, 


Imagine a weather strip that can be used on 
any regular KD Stock Jamb or plain un- 
rabbeted Jamb! Imagine a strip that requires 












no special milling of sash or jamb, no special 
machinery, equipment or specially trained 
labor to install! Now anyone can build pre- 
fit units from regular KD Stock. Installed 
for one-half ordinary labor cost! 


Send for your FREE copy of our illustrated brochure and prices today! 






PATENTED 


It does sound too good to be true, but that’s 
exactly what TWIN-CUSHION offers you! 
Furnished in pre-fit packaged sets—screw 
holes punched, sash plugs attached, completo 
with screws and installing instructions— 
ready for quick installation. [Fp eemeencs 
No wonder we say it’s the 
quickest, easiest, most profit- 
able weatherstrip on the 
market for you to use! 





PROMPT SHIPMENT MADE ON ALL ORDERS 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 431, OKLAHOMA 
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Home,” Woodbridge points out, “is 
the eighth model house which the 
Bureau has sponsored in the past 


decade. Our first model home had 
the distinction of receiving the first 
FHA commitment ever issued, at 
the time of the agency’s inception. 
In later years it was followed by 
the popular Certigrade Quintuplets 
and the famous Certigrade Califor- 
nian.” 


The Certigrade National Home 


is a three-bedroom, single-story 
structure which represents the ulti- 
mate in efficient design. The ex- 
terior combines the. graciousness 
and dignity of early Colonial archi- 
tecture with the rambling spacious- 
ness which is closely associated with 
the modern Western or Ranch-type 
home. 

The home has been laid out in 
three different designs, to meet the 
requirements of builders in various 
sections of the country. One de- 
sign includes a full basement. A 
second design, intended for south- 
ern construction, is without base- 





Insect Wire Screening Sales 
CAN be Profitable for You! 














It's the outstanding line in the field 
because it is made right by our ex- 
perienced Pennsylvania Dutch wire screen 
craftsmen . . continuously laboratory 
tested in a modern plant specializing in 


these products for almost a half-century. 








Outstanding 


7 Complete Lines... 


ALUMINUM @ ANTIQUE BRONZE 
BRIGHT BRONZE @ ELECTROPLATED STEEL 
MONEL @ STAINLESS STEEL 


including the new, EXCLUSIVE, low-priced 


Ww 
YE { 2 


* CORRONIZED LICKS CORROSION! 


x CORRONIZED is the beauti- 
ful, cool-looking, sky blue 
screen that won't stain wood- 
work, melt, or discolor . . . 
Slo-Plated for exceptionally 
long life in any screen ap- 
plication, anywhere. 


HANOVER WIRE CLOTH DIVISION 


Continental Copper & Steel Industries, Inc. 


HANOVER 4, 


RONIZED; { 





Send us free sample swatch books of: ( 
( } Antique Bronze; ( 
) Electroplated Steel; ( 
Stainless Steel wire screening. 
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PENNSYLVANIA 


) Aluminum; 
) Bright Bronze; { } COR- 
) Monel; ( ) 
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Hanover Wire Cloth Division 
Hanover 4, Pennsylvania 
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ment and has a utility room &’ x 19 
6” in size to contain laundry equip. 
ment and hot water heater. A floor 


furnace or heater is located in the | 


hall. The third design of the (er. 
tigrade National Home also js 
without basement and is executed 
for northern construction. It has 
a utility room 8’ x 14’ 2” to contain 
both laundry equipment and fur- 
nace or heating unit. 


HOUSING CENSUS 


Chamber of Commerce calls for 
accurate census of U. S. housing 


BELIEVING that accurate fig- 
ures on the nation’s housing sup- 


ply is of prime importance, the | 


U. S. Chamber of Commerce has 
endorsed pending legislation au- 
thorizing a census of housing to be 


taken in connection with the regu- | 


lar decennial census in 1950. 


This action was taken in a letter 
from E. O. Shreve, Chamber presi- 
dent, to Chairman Tom Murray, of 
the House Post Office and Civil 
Service Committee. The letter 
said in part: 

“In view of the importance of 
adequate and accurate statistics on 
housing, the Chamber of Commerce 
of the United States favors the 
adoption of legislation which would 
provide for a decennial census of 
housing to be taken in connection 
with the decennial census of popu- 
lation in the year 1950. 

“During and after World War II 
the problem of housing has been 
increasingly before Congress and 
the public. Much debate has cen- 
tered around the quantity of exist- 
ing housing and the need for new 
housing. An outstanding feature 
of this debate has been the wide 
variation in estimates of housing 
now in existence and under con- 
struction. It is apparent that many 
of the estimates are wrong, some 
by large margins; but which are 
wrong and which are not cannot be 
conclusively decided on the basis of 
existing information.” 


BUYING POWER 


Farmer can buy more equipment 
for less milk than ever before 


DEALERS selling barn equip- 
ment can make good use saleswise 
of the facts developed in a survey 
conducted by the Barn Equipment 
Association of Chicago. According 
to tabulated returns, in 1941 it took 
394 hundredweight of milk to pay 
for the equipment in a modern 20- 
cow barn. At today’s prices it takes 
only 357 cwt. to pay the same Pill. 
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War II Your customers want quality material that will fit their pocketbooks. 

3 been And that is why Ponderosa Pine woodwork products* can help you build 

Ss and your profits. 

’ ae For Ponderosa Pine woodwork items are quality throughout. Being 
aguas : . made of wood, they’re a “natural” for you to handle and for the carpenter 

“ ck * Doors to install. Precision craftsmanship, careful detailing of design, and a 

- eri natural workability and finishing quality make Ponderosa Pine wood- 

. ee *Windo ws work readily adaptable to all jobs. 

— We put this quality to work for you—through consistent and wide- 
pues * Fy ames spread national advertising. To help you increase your sales of Ponderosa 
asia Pine woodwork, ask your woodwork jobber or dealer asscciation secretary 
, . to supply you with free newspaper advertising mats. 

sh are * — ; 

mot he Cabinets Your customers want ideas on how to increase the beauty, comfort and 

ale of * convenience of their homes. An illustrated 32-page booklet will give 
™ Screens them ideas that will generate sales for you. Send today for a sample copy 

—then order a supply for your customer mailing list at 10 cents a copy. 
* Storm Sash Available imprinted. 
— Mail the Coupon for Your Sample! 
e 
equip- ia 


#3 " \\ 
\ Mi Ponderosa Pine Woodwork 
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urvey q For Profita ble Ne ales oe bm : \} Dept. SAL-4, 38 South Dearborn Street 


pment r Chicago 3, Illinois 


a 4 : Please send me a free copy of ““Today’s Idea House.” (Please print.) 
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“NEWS aad TRENDS 


The survey showed that, accord- 
ing to the United States Depart- 


ment of Agriculture, prices re- 
ceived by farmers for milk in No- 
vember 1941, averaged $2.66 per 


ewt. In February 1949, price was 
$4.33 per cwt. or 62 percent 
higher. 


In November 1941, the cost of 
completely equipping a 64-foot barn 
for 20 milking cows, including stalls 





and stanchions, water bowls, man- 
ger divisions, necessary manger 
and gutter drains, a bull pen, two 
pens for maternity cows, a calf pen, 
a 10-bushel litter carrier and track, 
a hay carrier, hay fork, pulleys and 
track, a 16-bushel feed truck and the 
steel columns for supporting the 
haymow, was $1,048.78. This cost 
could be paid with 394 cwt. of milk 
at $2.66 per cwt. 

At today’s prices, the same 
equipment will cost $1,544.63, or the 
income from 357 cwt. of milk at 
$4.33. Many farmers would not 
use all the equipment included in 





To be sold to the highe 
Lidder or bidders for cash! 


HIGHLY PROFITABLE AND ESTABLISHED BUSINESS OF THE 


SIMPSON COUNTY LUMBER CO. 


MENDENHALL, MISSISSIPPI 


at 








earnings. 





SAW MILL AND PLANING 
MILL OPERATORS and Mfr's of 


"Pre-Bilt" READY TO ERECT HOMES, 
CABINS and GARAGES. 





PUBLIC AUCTION 


THURS., MAY 12, 1949 at 11:00 A.M. 


By Order of the Trustee for the Estate 


Here’s a rare opportunity to acquire a well established and 
profitable business with an excellent record of substantial 


Simpson County Lumber Company must be disposed of either 
in its entirety or piece by piece, to comply with an order of 
the Trustee to liquidate this Trust Estate. 


Inspection may be made prior to the date of sale and the 
records of the company may be examined by those interested. 


Commplete details and ilMuat, aied 
hrechure mailed on nequedst 


WRITE — WIRE — PHONE 


SAMUEL L. WINTERNITZ & CO. 


AUCTIONEERS @ LIQUIDATORS @ APPRAISERS 
FIRST NATIONAL BANK BLDG. 





CHICAGO 3, ILL. 
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this study and their costs would be 
correspondingly lower. 


To secure these cost figures, the 
Association asked its members to 
figure out an identical bill of mate- 
rials for the two periods and their | 
reports were averaged. The aver- 
age cost does not correspond with 
any individual quotation. The in- 


dustry increase in prices is only | 


47.2 percent above pre-war, a very 
modest increase as compared to in- 
creases in other items the farmer | 
buys. 


With present day milk prices hay- [| 


ing a higher buying power than in 
pre-war, farmers can install the 
sanitary, labor-saving, safe equip- 
ment in their barns and be in posi- 
tion to produce a higher grade of 
milk with a higher profit for their 
time and labor. 


“The 37 ewt. of milk not now re- 
quired as compared with the pre- 
war period, will provide $160.00 to- 
ward other modernizing costs or 
for additional labor saving equip- 
ment,” says W. Floyd Keepers, As- 
sociation Secretary. ‘With build- 
ing materials and all kinds of 
equipment now available, farmers 
are again in position to do some 
of the remodeling and building 
they have wanted to do. Fortu- 
nately, they can do it at a savings 
so far as steel equipment is con- 
cerned.” 











“Before we buy, my husband wants to see how 
long it'll take to catch his train mornings” 





1949 CONVENTIONS 


Corrected to press date—exhibits 
except when marked by asterisk (*) 


May 6-7-8—Arizona Retail Lumber & Bidg. 
Supply Assn., Douglas, Ariz., Gadsden, Ariz. 


Note: Convention schedules for the following 
were not available at publication time: 
Arkansas Association of Lumber Dealers. 


June 8-9-10—South Dakota Retail Lumber- 
men’s Association, Rapid City, $. D., Munici- 
pal Auditorium. 

















ould be 


es, the 
ers to 
 mate- 
d their 
> aver- 
d with 
‘he in- 
Ss only 
a very 
to in- 
farmer 


2s hav- 
han in 
ill the 
equip- 
1 posi- 
ade of 
* their 


OW re- 
e pre- 
00 to- 
sts or 
equip- 
's, As- 
build- 
ds of 
rmers 
some 
ilding 
ortu- 
AvVings 
$ con- 





hibits 
isk (*) 


Bidg. 
, Ariz. 
lowing 

time: 
ors. 


ymber- 
Aunici- 


ees 





SV Ei 





SUGGESTED DETAILS FOR THE USE OF 
PLYBASE IN TYPICAL FLOORING JOBS 
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For Subfloors—PLYSCORD 


Under PlyBase or any type of finish floor- 
ing, PlyScord is the ideal subflooring. 
The big panels of PlyScord cover joists 
quickly, provide a smooth, even surface 
that’s strong, rigid, tight and draft-free. 
Identified by the “grade-trademark” at 
the right. 





mTEnion - 1908 
GENUINE 


Douglas Fir Plywood 
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INTERIOR-TYPE 
Douglas Fir Plywood 







GRADE B-D 
DFPA. INSPECTED 





PLYBASE is a NEW GRADE of Interior-type 
Douglas fir plywood with a face of B (solid) 
veneer, and a back of D veneer. All sanded 
both sides. For full details on PlyBase use 
and application, see Sweet’s File, Architec- 
tural, or send for the new 1949 Basic Ply- 
wood Catalog. Write the Douglas Fir Ply- 
wood Association office nearest you: Tacoma 
Bldg., Tacoma 2. Wash.: 1707 Daily News 
Bldg., Chicago 6: 1232 Shoreham Bldg.. 
Washington 5, D. C.; The 500 Fifth Avenue 
Bldg., New York City 18. 


PLYBASE THICKNESSES: 
3/16”, %”, %”, %” 5”, and y,”. 


PLYBASE WIDTHS: 
30”, 36”, 42” and 48”. 


PLYBASE LENGTHS: 
60”, 72”, 84”, 96”, 108”, 120”, and 144”. 





PLYBASE Makes Coverings Look and Wear Better! 


PlyBase is the ideal base material for all types of 
modern wall-to-wall floor coverings. Joints are re- 
duced to a minimum; the covering is smooth, firm 


. looks better, lasts longer. 


Sanded smooth, PlyBase presents a tight, solid sur- 
face. The large panel sizes go down quickly, are 
easy to handle, save time and labor on the job. Use 
PlyBase on remodeling work, too, as a firm surface 
for new coverings over old, rough, worn floors. And 
on walls, PlyBase serves as a backing for wall tile 
and over finish coverings which require a smooth, 
solid backing. 

Specify PlyBase—identified by the grade-trademark 


shown above! 


Douglas Fir 
PLYWOOD 


LARGE, LIGHT, STRONG 


Deak go” Panels 





17 






















Ro > 


Tint. ———— 
.——— ——" 
+ to 














PRICE SHAKEOUT: Of course there's been a cer- 
tain forcing down of over-inflated prices by stub- 
born buyer resistance. It’s something that has to be 
taken into account. The NRLDA says that dealers 
expect pretty good home building in ‘49; ‘although 
definitely less than in 1948.’ Lumber prices as com- 
pared with last year are down 15 percent or a little 
more. Sales volume of building-material dealers 
range from normal to 25 percent off. 


ON THE OTHER HAND, the SEC reports that 
business spending for new plants and equipment 
this year will be less than five percent under the 
huge record of last year. And the decline in the 
number of new houses seems to be chiefly catching 
up with the demand for more expensive homes. It 
isn't easy to shift to inexpensive homes and still 
produce something that looks like a house. The 
industry is doing it, thus tapping new markets. 


PLYWOOD: This wonder child of the lumber in- 
dustry, after a decade of huge sales, caught up with 
demand and hit into a mark-off ranging to as much 
as 25 percent. The industry didn't take this lying 
down. Salesmanship, advertising and promotion 
campaigns, research in new and improved uses and 
the like are by way of doubling or more than 
doubling the amount of plywood used in home con- 
struction and are stabilizing prices. 


ADJUSTMENT AIDS: Treasury plans to keep in- 
terest rates low. RFC expects to increase the num- 
ber of direct loans to business men. Taxes are not 
likely to be raised much, ifatall. Installment-credit 
controls will be relaxed or removed entirely. Banks 
are in generally strong positions and will not be 
forced to call loans as they did in the days of the big 
depression. The Federal government plans to keep 
the money supply adequate. 

PUBLIC HOUSING: Administrator Foley, of the 
Housing and Home Finance Agency, told the House 
Banking and Currency Committee that the Adminis- 
tration’s public housing and slum clearance pro- 
gram would cost $16,562,500,000 over a period of 
40 years; if all proposed grants and loans were 
expended. The housing bill at present is stuck be- 
hind a huge legislative traffic jam. No one guesses 
when it'll be called up for debate. 


ON-FARM GRAIN STORAGE: The NRLDA has 
made an exhaustive study of the grain-storage 
problem; believes that additional storage space 
amounting to some 500 million bushels is needed. 
That is more than the total yield of corn in Indiana 
and Ohio, in 1948. The NRLDA is making every 
effort to make the local dealer the principal sup- 
plier of materials in the solving of this storage pro- 
curement problem. 
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WASHINGTON 


CALENDAR 


PRICES: The downward drift has been with us 
for some months; causing more uneasiness, prob- 
ably, than the facts justified. Analysts, trying to 
average all industries, talk of a ten to fifteen per- 
cent decline; but some lines are down more than 
that, while others have even advanced. There are 
signs now of a spring recovery in sales volume and 
maybe a partial recovery in general price levels. 


THE DRIFT: Food prices have been shading off 
since last summer; when the index, based on ‘35-'39 
averages, stood at 216.8. Latest figures available 
are 199.7. Aunt Carrie likes this trend; but she isn't 
cheering, as yet, with much conviction. The re- 
maining bulge of 99.7 points above pre-war levels 
recalls to her the murmur of the N. Y. Times; that 
one person can live as cheaply now as two could 
live before the war. 


LEVEL OF STABILITY: The cost-of-living decline, 
for city dwellers of moderate incomes, is supposed 
to be less than five percent; while the general aver- 
age is still 70 percent above pre-war levels. Not too 
serious a rip in the economic status quo; except 
that any let-go in a time of instability can cause 
alarm. But the wise boys in Washington and New 
York don't expect more large price declines. They 
bet on stabilization. 


LONG-RANGE STUFF: There could be a real 
bust; and if one shows up or if there’s a war, all 
bets are off. Those who should know think we're 
going to give those two disasters a miss; in which 
case the chances for firm and stabilized prices this 
year are pretty good. The Chief of the Bureau of 
Labor Statistics thinks there'll be a decline from 
1948 prices of not more than ten percent, during the 
next several years. 


WAITING OUT THE MARKET: Does this sta- 
bility stuff sound too hopeful? Well, John Customer 
has a lot of folding money; which means a strong 
potential market demand. But old Johnny's being 
cagey about letting prices drift down some more 
before breaking out the bills. Department stores are 
doing the same thing, hoping for lower wholesale 
prices; taking 30 percent less from their suppliers 
than they did a year ago. 


UNDER-CONSUMPTION: So everybody, from 
manufacturers to Aunt Carrie, buys less than actual 
needs and runs the inventory down. This is a price 
gamble; not retrenchment forced by empty pockets. 
Stores with lean stocks lose trade; and Aunt Carrie, 
with cash in hand, isn’t going hungry on the chance 
that some price ticket will squiggle down a couple 
of cents. She'll buy; and so will about everybody 
else. Spring recovery! 
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ith us fj IN THE NAME OF SUSTAINED VOLUME AND PROFIT 

prob- ff 

ing to 

‘ be Everyone hesitates to buy on a declining mar- ucts of our industry being what it is, there is no 
» than : 
oe cle ket. That goes for manufacturers, wholesalers, reason why sales volume (on a tonnage basis) 
eand retailers, contractors and consumers. should not be as good as last year. 

levels. ™ , , 

F We ask ourselves—all of us—in our multiple Should not the retailer determine the tonnage 
35-39 capacity as consumers, producers and distribu- of goods he must move to equal or better last 
lable : tors “Why place an order today when tomor- year’s volume—then figure the turnover that 
e isn't q row, or next week or next month the price may will give him the best profit—and then buy 
1e re- be lower?” normally for the first turn period—on the as- 
levels : . . . . 
ae And yet if nobody bought, industry would sumption that buying prices will not be lower 
iit . . in that period. 
could slow up and ultimately grind down to a depres- 

sion—in which everybody loses! Should not also manufacturers and whole- 
2cline, Paul Hoffman says truly “the unwillingness salers, as some are doing, burn the midnight oil 
posed & ee St cael Radi 1 dl he j in figuring out ways and means of assisting the 
laver- © to buy, if sufficiently prolonged, becomes the in- . . : 4 
ea a ability to buy.” dealer in such a manner that his forward-think- 
>xcept 4 . ing purchasing policy will be justified and he 
ome Retailers have a special responsibility in sus- will continue it into the second, third and 
1 New a taining productive employment. fourth turnover period. 
They § Inless the cé he wheels of 
; Unless the consumer buys, the wheels of pro- Every effort of both producers and distribu- 
1 real duction stop. tors then should be devoted to creating con- 
ei all E Unless the retailer sells, the consumer can’t sumption of the product. The entire organiza- 
were & buy. tion of the retailer should be trained in and 
which % : stimulated to creative consumer selling. 
2s this & Unless the retailer buys, he cannot sell. 
au of Finally, each and every one of us should, in 
: , y Kd 
: — 3 Purchases withheld anywhere along the line our personal expenditures, buy normally be- 
_— oe cannot be translated into sales. cause in doing so we are making customers for 
+. ae q The extent of retail profit will be in relation what we want to sell. 
stomer ‘ to the velocity and volume of trading. Otherwise we are contributing to a recession 
strong & , ' , : 
Ceume : The retailer must sell harder to overcome the that may lead to a depression. 
more ¢ natural resistance of the consumer to buying on 
esare f- a declining market. 
lesale 
ypliers The producer and wholesaler must render 
more help to the retailer so that he can sell 
more ti - 
—_ e effectively 
ctual : 
yer The underlying consumer need for the prod- EDITOR. 
ckets. 
Darrie, 
hance 
couple 
ybody 
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Sell UPSON DUBL-THIK Fibre -Tile!! 


Rugged durability! Forever crack- 
proof! No other tile treatment gives 
so much for so little! 

Make the sales you are losing be- 
cause of resistance to higher priced 
panel tiles. Here is 5 ply, laminated 
panel tile over 4” thick—more than 
double the thickness of most un- 
finished tiles. And because of this 
extra thickness and strength and 
rigidity, Upson Dubl-Thik Fibre- 
Tile requires no solid backing. In 
new construction, it is applied direct 
to studs, and in remodeling, direct 
to furring strips on 16 inch centers. 


That saves the customer money! 

And look at the beautiful, smooth, 
fuzzless surface! Upson Dubl-Thik 
Fibre-Tile is sized all the way 
through! Just one undercoat and one 
coat of good enamel produces a 
satiny, washable finish. Another sav- 
ing for the customer! 

But that’s not all! Upson Dubl- 
Thik Fibre-Tile is applied without 
visible face nailing which breaks and 
mars most panel tile surfaces. No 
nails to countersink! No nail holes 
to fill. Amazing Upson Floating 
Fasteners, designed to compensate 
for normal structural movement, 
anchor panels securely from the 
back. That means a trouble-free 


THE UPSON COMPANY 


quality job for the customer! Still 7 
another saving! 4 
Upson Dubl-Thik Fibre-Tile is 


F.H.A. accepted. Proved by years 7 


of use. Not a single complaint in © 
thousands of installations. 

Right now—Upson full color ad- © 
vertisements in leading consumer ff 
magazines are creating more nel F 
customers. Carry an adequate stock. 


Without it, you can’t make available © 


profits! Alert Upson 
jobbers, noted for 
quality products and 
good ale stand a 
to supply you. or rr oF 
literature—mail the ee 
coupon! « Fomoon BE 


UPSON 


554 Upson Point, 


Lockport, New York. Send us literature and detailed Instruction 
Sheets for applying UPSON DUBL-THIK FIBRE-TILE [) UPSON 
STRONG-BUILT PANELS 0 UPSON KUVER-KRAK 


PANELS 0 
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DISPLAY STORE managed by the Doud 


Brothers is small but neat and attractive. 


Washington State dealer 
adopts new shelving ar- 
rangement to increase im- 
pulse buying 


ISPLAY SPACE was more 

than doubled without increas- 
ing floor space by a remodeling 
operation just completed by Doud 
Bros. Lumber Co., Tacoma, Wash., 
operated by brothers R. C. and R. 
L. Doud. 


The old display arrangement was 
handicapped by high wall shelving, 
consequently sales items were out- 
side the customer’s reach. Tables 
with drawers were used for in- 
ventory items, wasting most of the 
potential display area. 

With the new display fixtures, 
wall shelving is within convenient 
reach of the customer. By means of 
stepped-up type of island fixtures 
Doud merchandise is neatly dis- 
played and where it can be easily 
seen and handled. The Doud Broth- 
ers believe that improved stock con- 
tro! and increased sales of impulse 
merchandise will be tangible re- 


‘he Doud Brothers established 
their store 14 years ago in the South 
Tacoma section of the city. In ad- 
dition to the yard and sales display 
room, the Douds operate a small 
planing mill where they manufac- 
much of their finished lumber. 
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Doubles Display 
Space in - 
Same Floor Area 























AFTER THE REMODELING WAS COMPLETED. Impulse merchandise is intended 
to build store traffic. Building material displays are in the rear of the store. 


BEFORE THE DOUD. BROTHERS REVISED THEIR WALL SHELVING. Products 
are packaged and have no sales appeal—almost impossible to keep the shelves orderly. 













MASTER 
MERCHANT 


COVER: Exterior of Get- 
man & Judd, and Master 
Merchant Joseph J. Peltz 


Getman & Judd, at the retail level, has 
established the same reputation in Stamford, 
Conn. for alert merchandising as its younger, 
famous neighbor and supplier, Yale & Towne 





MANAGEMENT TEAM which directs operations today: (left 
to right), Samuel Sharlach, vice-president and general man- 
ager; Joseph J. Peltz, president; Alice Raymon, treasurer, and 
Stan B. Tracy, sales manager. 


EOPLE WHO VOICE their astonishment at The 
Getman & Judd Company’s vigor, its pioneering 
drive and ability to meet changing market conditions, 
are politely and simply told by Joe Peltz, the company’s 
president, “after 95 years of being in business, we 
ought to know what we’re doing.” 


Master Merchant Peltz, although responsible to a 
large degree for his company’s present million-dollar 
annual volume, insists that the title Master Marchant 
belongs to The Getman & Judd Company as a totality. 
In a sense, he is right, for viewing the achievements 
of Getman & Judd one does not encounter a company 
of individuals but a company personality in a commu- 
nity rich in tradition. 


OLDER THAN YALE & TOWNE 


The Getman & Judd Company was founded in 1853, 
15 years before Linus Yale, Jr. and Henry Robinson 
Towne established The Yale & Towne Manufacturing 
in the same community. Although Yale & Towne in 
due course brought world-wide fame to Stamford, 
Getman & Judd on a community level has made a com- 
parable achievement. There are thousands of homes, 
some built almost a century ago and some built only 
yesterday, for which the Getman & Judd company 
provided all the building materials. 
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if 


Is Quality-- 


Although the company has remained on its founding 
site, it has expanded over five and a half acres, there 
being two and a half acres under roof alone. There | 
are now 35 employes, each one of them has the oppor- | 
tunity to sell and “the responsibility to write an order,” 
Its management has passed out of the hands of the 
descendants of the original founders to a management 
team consisting of Joseph J. Peltz, president; Alice 
Raymon, treasurer; Samuel Sharlach, general manager | 
and newly elected vice-president; and Stan B. Tracy, 
sales manager. 





Its handling facilities include a railroad siding; a 
dock on a canal connected with Long Island Sound; 
and loading platforms, not only for the vehicles of 
others but also for its own six modern trucks and § 
trailers. 


BASIC OPERATING POLICIES 





Two traditional policies are the basic guides of the | 
company’s merchandising and sales programs: 


1.) Cooperation—not competition with the con- 


tractor. 








2.) A money-back guarantee with every sale. 





As Mr. Peltz puts it, “we sacrifice markup for qual- 
ity.” To protect the Getman & Judd guarantee, we 
rely on quality and nationally advertised brands.” 







APPLIANCES are featured in two completely equipped mod- 
ern kitchens. 
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During the severe housing shortage, Getman & Judd 
adopted the policy of giving priority to the demands 
of small-home owners as against the bigger order for 
the bigger jobs. 

In 1947 the company provided all the building mate- 
rials required for 70 new home starts. In 1948 it sup- 
plied the building materials for 200 new starts; and 
in 1949, its volume in this market will be even greater. 
With the increasing availability of materials, Getman 
& Judd is now supplying multiple unit developments, 
the most recent one being the Stamford low-cost hous- 
ing project of 114 apartments. 

Selling at the rate of about one million dollars a 
year now, as against $250,000 in 1945, Getman & 



































































Judd’s sales fall into three categories: 60 percent to 
contractors for new housing; 25 percent to home own- 
ers for replacements, additions and major alterations; 
and 15 percent retail sales over the counter. 

Getman & Judd sales in the new home market are 
made by three different approaches: contractors, home- 
owners and architects. 


Prospective homeowners who come to Getman &. 


Judd with nothing more than a desire to build can 
either acquire plans or a list of recommended local 
architects. If the prospective homeowner already pos- 
Sesses plans, he can secure a list of recommended local 
bu iders, Getman & Judd offers exceptional consumer 
service. The company will not only assign skilled 
es:imators to help make estimates of the entire job, 
will give a packaged price for all the building 
meterials required for the house, even estimating the 
‘terials and services it does not sell. 
or customers who are perplexed by the ramifica- 
s of financing a new home, Getman & Judd will 
en an expert to help write mortgage applications, 
are mortgage specifications and provide a list 
cal financial institutions. 
‘’ customers confronted with home financing prob- 
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DEPARTMENTALIZATION is carried out throughout the 
store. Nationally-advertised brand name merchandise makes it 
possible for Getman & Judd to advertise its money-back guar- 
antee. Hardware, paint and millwork departments are among 
the outstanding product exhibits. Note the consumer sales ap- 
peal in each of these departments pictured here. 
























lems exclusive of full house mortgages, Getman & 
Judd helps prepare applications for conventional $2,500 
FHA repair mortgages, and will extend the credit on 
the basis of approval by a lending institution of such 
applications. 

The sales store is equipped with an eye to customer 
comfort. Comfortable chairs and tables, handy ash 
trays, reading material and catalogues are available, 
making it pleasant for the whole family to consider 
their building needs and choose their materials. 


STORE DEPARTMENTALIZED 


The sales store is departmentalized. The builders 
hardware department occupies a separate room, sur- 
rounded by large glass show cases in which hardware 
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products are displayed under the most favorable 
conditions. 


Millwork is within easy reach of store traffic. Case- 
ment windows are displayed in operation. Corner cabi- 
nets are arranged to appear as a part of the interior 
decor of the store. Throughout the store light fixtures, 
windows, corner cabinets and similar products are 
dramatically displayed as products-in-use. The paint 
department stands out as an independent unit, with 
color charts and merchandisers within easy view. 

Two fully equipped kitchens display the chief lines 
of major appliances carried by the company. Bath- 
room fixtures are conspicuously displayed and sampled. 





PROSPECTIVE HOME BUILDERS can secure expert advice 
on every phase of their program from Getman & Judd’s esti- 
mating team. 


Getman & Judd advertises over the air and in the 
daily newspaper. It makes effective use of window, 
counter, and interior island displays. By handling 
nationally-advertised brands, Getman & Judd is able 
to adhere to a money-back guarantee policy. The com- 
pany makes effective use of tie-in advertising not only 
at point-of-purchase but also in newspapers and direct 
mailings. 


Consumers are kept informed of new developments 
through a year round direct mail promotion program. 
Recently Getman & Judd took on the agency for Weyer- 
haeuser pre-cut houses, announcing this new line in 
newspaper and direct mail advertising, giving these 
houses a unique name: The American Lady House. 


Frequently, Getman & Judd joins with local banks in 
cooperative advertising of an institutional] nature in 
which it encourages thinking, talking and planning 
about future homes. The company always invites “the 
friendly visit” with no immediate prospect of a sale 
as a means of building customer good will. 


To round out its advertising program, Getman & 
Judd prepares a colorful, pictorial, descriptive cata- 
logue with specifications which goes to 250 contractors 
and architects annually. This massive volume con- 


tains material, scientifically organized for readability, ° 


on every product available through the Getman & Judd 
Company. 


One asset in which the Getman & Judd Company 
feels it surpasses is building construction know-how. 
Its present management, in addition to being the in- 
heritors of almost a century of progress in the retailing 
of building materials, has the advantage of well-trained 
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A COMMUNITY LANDMARK, Getman & Judd now occupies 7 


five and one-half acres with two and one-half acres under roof, 


personnel, some of whom have served the company as 
long as 50 years. 


QUALIFIED MANAGEMENT 
While the present management, headed by Joe Peltz, 
Alice Raymon, Sam Sharlach and Stan Tracy joined 


TRUCK FLEET lined up after a day’s delivery. 


the company during the war with no previous connec- 
tion with the founding families, they were not given 
control until they had passed muster with the descend- 
ants of William H. Judd and Frederick H. Getman and 
the board of directors. Young, college-trained Alice 
Raymon is treasurer. Sam Sherlach manages the 
shops and yards. Stan Tracy supervises sales. 3 

Since boating is his hobby, Joe Peltz uses his 
40-foot cruiser to mix business and pleasure. It is 
becoming a familiar sight to see him start on a cruise 
with a boatload of customers on a bright, summer day. 

He and his associates have the traditional Getman 
& Judd concern for community welfare. He has served 
as a director of the Stamford-Greenwich Manufac- 
turers Council and he participates in the affairs of 
the Community Center. 

For all of its new blood, the Getman & Judd tradi- 
tion of service, quality and integrity is maintained in 
the present management. Joe Peltz and those around 
him simply feel that they are widening the base a little 
to make it strong enough to support a new century 
of progress. 
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TRUCK ADVERTISING 
PAYS DIVIDENDS 


New posters each month carry 
seasonal ads to the customer 


THE TRUCK FLEET of the 
Pinellas Lumber Co., St. Peters- 
burg, Fla., carries a fresh, timely 
advertising message which is 
changed each month to keep pace 
with seasonal markets and special 
selling campaigns. The signs are 
painted on tempered hardboard 
which has proved weather-resistant 
and economical. The panels are 
bolted in place to make change-overs 
easy. A local poster concern does 


the art work and printing under 
the direction of the Pinellas adver- 
tising department. To be effective, 
signs—and trucks—must be kept 
clean and neat at all times. 





PINELLAS LUMBER CO. plugs seasonal 
and specialty items with replaceable 
truck signs. 


ROOFING BROUGHT UP 
FRONT BY WALL EXHIBIT 


Chicago firm gives eye appeal 
to difficult display material 


WHEN JOHN BADER LUM- 
i R CO., Chicago, planned its new 
sdiesroom, every effort was made 
‘how hard-to-display materials 
heir best. Roofing is one ma- 
il that has baffied dealers who 
a looking for dramatic display 


ader’s solved this problem of 
‘aying roll goods with this wall 
vit. Ten rolls of roofing are 
accommodated on spindels within 
reach of the customer. Visi- 
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WALL DISPLAY DRAMATIZES roof- 
ing exhibit. 


bility and easy customer access to 
the Bader roofing exhibit make it 
outstanding. Another good sales 
item, often hard to get at, is 
brought up front where the cus- 
tomer can’t miss it. 


MOLDING RACK 


Seattle dealer's display brings 
shed items into the store 


HERE IS AN EYE-CATCHING 
display of molding samples designed 
by Floyd Weldon, Weldon Lumber 
& Manuafacturing Co., Seattle, 
Wash. 

Not only does the display rack 
naturally attract attention with 
each price-marked sample suspend- 
ed from a separate hook, but it 
saves the customer from going out 
back, probably into an unheated 
shed. Impulse buying is encouraged 
and the customer can look over the 
samples at his liesure. 
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SAMPLES 


curiosity. 


HELP AROUSE 


customer 


DEALER PROMOTION SELLS 

PAINT BRUSH CONDITIONER 
Newspaper and point-of-sale 
aids wae many mail orders 

MOST EVERY home owner has 
had the experience of finding his 
paint brushes so tough and.out of 
shape that he wishes he had never 
thought of that paint job after he 
digs out his brushes. 

The fiber brush container illus- 
trated here has proved such a 
popular item at the John Schroeder 
Lumber Co., Milwaukee, that it is 
given a good play on the display 
floor and in the company’s news- 
paper advertising. So many mail 
orders have been received that 
Schroeder’s has been obliged to 
add 25c for postage and packing. 

Inside the container is a liquid 
solvent which evaporates from a 
felt liner, penetrating the brushes 
and dissolving the binding oils and 
resins. The fiber container will 
take six average-size brushes— 
brushes up to five inches in width 
provided the overall length of the 
brush does not exceed 11 inches. 


One pint of liquid solvent will last 
a year. The liquid, of course, makes 
a good tie-in sale with the brush 
conditioner. 





BRUSH CONDI- 
TIONER, above, is 
strong Point-of- 
Sale promotion by 
effective display. 


CUTAWAY por- 
tion of the con- 
tainer, right, is 
used in newspaper 
advertising as an 
eye catcher. 




















Wake Wall Coverings | 


Your Pachage S. alesmen | 


Remodeling jobs utilizing 
wall and tileboard offer a 
natural tie-in for a one-price 
package sale. Here are some 
ideas to turn your point-of- 
sale into profits 


HICHEVER WAY THE 

NEW HOME market may 
swing (and there is no indication 
of a sharp decline), the remodeling 
market always remains worthy of 
strong promotion. 

Unlike many other phases of your 
business, this market can be— 
should be — promoted the year 
round. This means a consistent 
program to develop interested pros- 
pects. Building boards and tile 


boards are key materials in this 
program. Almost every home own- 
er, whether he is building a new 
home or remodeling an old one, 





THE HARD BOARD 
owe Tempra 


Pome Me. 


COMPLETE LUMBER YARDS 
Drive Ia and Park Your Car Off the Street 


is interested in the decorative pos- 
sibilities afforded by these mate- 
rials. It remains the dealer’s prob- 
lem to foster the interest at the 
point of sale already created by 
national consumer advertising. 
Your prospects will develop into 
sales in proportion to the amount 
of interest you can create by news- 
paper advertising, floor displays 
and other promotional methods. 

The farm market offers a fertile 
field, especially in building boards 
for barns and accessory buildings. 
Consistent development of this mar- 
ket is good insurance to any decline 
that may occur in the general sales 
market. 

DIVERSIFIED MARKET 


The uses for tile and building 
boards are multiple. For the resi- 
dence: kitchen, bath, breakfast 
room, washroom, laundry, sun 
porch, recreation room and utility 
room. Commercial uses: meat mar- 
kets, barber and beauty shops, cafe- 









or wall use. 


RECESSED PLASTER BOARD 
woh he. 
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Consistent advertising is important in developing a year-round demand for tile 
and building board. Manufacturer’s display (right below), is designed for counter 
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terias, service stations, washrooms, | 


food stores, hospitals, schools and | 


store fixtures. ad 

Needless to say, one of your 
greatest sales opportunities lies in 
the remodeling market—kitchens, | 
playrooms, bathrooms, bars, addi- 
tional bed rooms, etc. One manv- | 
facturer of plastic wall tile has } 
figured your sales possibilities on 
a percentage basis as follows: 


1,875 prospects | 
3,750 prospects | 


25,000 population 

50,000 population 

75,000 population 5,625 prospects | 
100,000 population 17,500 prospects 
250,000 population 18,750 prospects 


Manufacturers have given more | 
concentrated effort to developing 
good dealer advertising and point- 
of-sale displays in this field than 
many others. As always, it is up 
to the dealer to make effective use 
of these tools. For example, one 
well-known manufacturer of plas- 
tic tile has a 15-week program 
based on newspaper advertising and 
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POINT OF 
SALE 


direct mail. Another big manufac- 
turer not only furnishes free mats 
but radio spots like the following: 


Homework is a lot easier when 
hrooms, you don’t have to scrub dingy 
ols and | walls. Plastie finished wall pan- 

7 els in your kitchen or bathroom 
of your |@ ends that kind of drudgery per- 
3 lies in manently. It’s a finished panel 
itchens, board that goes right over your 
s, addi- @ other walls ... and its wonder- 
> manu- 
ile has 
ities on 
VS: E ' Dramatic easel display (above) combined 

with a partly finished wall, emphasizes 
rospects bc’ ‘ ‘ the variety of color available in plastic 
rospects ~~ tSl grits b a. ) wall tile. 
rospects ie 
rospects | pre tese. fiF tay _— . wl 2 Valuable suggestions and illustrative mate- 
hee Hid : rial for this article were received from Arm- 
rospects : Be ar" strong Cork Co., Johns-Manville, Marsh Wall 
nN more ” veel uw Products, Inc., Plastergon Wallboard Co., 
- Z f Tylac Company, United Plastic Tile Co., and 
The Upson Company. 


(Continued on next page) 





veloping jj 
point- & 


Id than & Rt i Gas 5 —a4 el ae Corner of salesroom of the Newfane Lumber Com- 
it is up & my \ -sceeey wi, li pany (left) in Lockport, N. Y. Henry R. Hubert 
ive use i i a, 3 is demonstrating to Norman Comrie, the patented 

& ; floating fastener used to supply Upson panels to 
le, one walls and ceilings without face nailing. 
of plas- 


rogram ay , This newly-developed space saving dis- 
ing and =" , < , vr play was designed to help sell big sheets 

ey : ate without taikng a large area of the dealer’s 
salesroom. Full sheets of this board are 
4x8; the piece shown in the display is 
the same proportion as a full sheet but 
only six inches by 12 inches. The entire 
display (below) takes only a few inches 
on the counter. 





for tile 
counter 


Ruffin & Payne have utilized an island display in their new 
showroom in Richmond, Va. (below) to play up their plastic- 
finished wall panels. 
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fully easy to clean. You can 
choose from six clear colors and 
three attractive patterns now on 
display here in (Name of Town) 
(at Name and Address of Deal- 
er). They'll be glad to show you 
how easy and inexpensive it is to 
modernize with Armstrong’s 
Monowall. 


ADVERTISING HELPS 


The free mat service offers a 
wide variety in sizes, making it 
easy for you to adapt your adver- 
tising program to your budget. It 
is merely a matter of selecting the 
advertisements you’d like to use 
and marking them on a handy or- 
der form. Consistent promotion is 
essential, whether newspaper, di- 
rect mail or radio, or a combination 
of these three media. As one manu- 
facturer puts it, “Consistent promo- 
tion is the key to successful sales.” 

Several effective point-of-sale dis- 
plays are available from the manu- 





Fifteen different samples of tile and 


plasterboard are under dramatic spot- 


light display in the Melrose Park (IIll.), 
yard of the Edward Hines Lumber Co. 
Each section is easily removed by loosen- 
ing a few screws. 


This manufacturer’s swinging display 
rack of tile samples with literature in the 
rear of the stand is seen on the floor of 
the Best Lumber Co., Milwaukee. 


facturer. Many dealers are devel- 
oping their own. (See illustrations 
on these pages). Swinging panel 
displays for wallboard and tile- 
board, available from the manufac- 
turer, afford a semi-mobile exhibit 
that has found popular acceptance. 

Other dealers utilize one section 
of their salesroom wall to mount 
building board. One mid-western 
dealer has mounted 15 types of 
building board along one wall; 
these include sections of striated 
plywood, plastic wall panels and 
plasterboard in several finishes. 
Several sections -show wallboard 
papered, painted, and the use of 
Perfatape. 

This display, although some deal- 
ers may criticize it for taking too 
much wall space, “saves a lot of 
sales talk by showing exactly how 
these boards look when applied,” 
says this particular dealer. 


PORTABLE PANEL DISPLAY 


Still another dealer has developed 
a portable display panel with room 
for 21 squares of tileboard (8x8). 
Sets of chrome runners permit the 
easy removal of each tile sample. 


Several remodeling jobs have been 
sold by allowing the prospect to 
take the entire sample board home 
in his auto, showing the samples 
to his wife and seeing how they look 
on the wall. 


One manufacturer has developed 
a tile kit which can be carried into 
the home of the prospect and actu- 
ally demonstrated in the room in 
which the customer is interested, 
thus eliminating any delay in clos- 
ing the sale because of indecision 
over the color scheme preferred. 
The demonstration concentrates the 


Dual purpose display developed by Har- 
vey J. Rausch, manager of the Kaukauna, 
Wis. yard of the Lieber Lumber and 
Millwork Co. The exhibit holds 21 
squares of tile board. It can be set up 
on the floor or taken home by a pros: 
pect. 


interview on the questions of cost 
and payment. An easy payment 
plan usually removes the last ob- 
stacle to the final closing of the 
sale. 


This easy payment angle cannot 
be emphasized too much. Wallboard 
and tileboard offer one of the great- 
est opportunities for package sell- 
ing. By quoting the packaged price 
for the remodeling job and break- 
ing this price down into easy pay- 
ments, sales resistance is kept at a 
minimum. 








FIR ° 


HEMLOCK - 


DIRECT MILL SHIPMENTS 


SPRUCE 


WHITE PINE 





Transit Cars Always Available 





341 PITTOCK BLK. 





BERWYN LUMBER co. 


PORTLAND, OREGON 
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One reason people whizz past 
certain display windows with- 
out even a glance, is that the 


A Mistake 
In Technique 


dealer unimaginatively fea- 
tures the same type of display, year after year. He 
may ring in seasonal changes and he may be good 
about adding “‘special holiday” touches. Yet there is 
still a basic and monotonous “sameness” about his 
windows. 

For example, Dealer X’s poppa always believed in 
big arrays of small items, so Dealer X has been blindly 
following in the family tradition instead of studying 
his displays in the light of consumer interest. 

Dealer Q once read that big items are the thing to 
feature. So he repeatedly displays only big items, 
merely shifting them about from month to month 
adding a bit of holly or Easter trimmings for seasonal 
flavor. Dealer Z fancies the pyramid type of display. 

There’s nothing wrong with these types of displays, 
basically. But because of their dogged repetition by 
the same dealers in the same windows, there’s nothing 
to reach out and flag down the hurrying prospect. 


After years of passing by 
X’s, Mr. Logical Prospect has 
built up the same immunity 
to X’s windows as the has to measles. Jf he does happen 
to glance absent-mindedly into Dealer’s windows, he 
fails to see that new brand of paint or floor wax even 
though he’s staring straight at it! 


What Happens? 


Whatever you’ve been 
doing, reverse yourself 
—for contrast, for 
change. And keep reversing yourself—often. If 
you're given to lifeless, static displays, try “humaniz- 
ing” them. Use small, homey touches such as mixing 
bowls, shining pots and pans and gay towels arranged 
to make your kitchen cabinets look as if they were 
In actual use .. . a child’s teddy bear and books or a 
Sports jacket casually thrown down on lawn and 
garden furniture . old-fashioned miniatures or 
Shadow box pictures tacked up on wallboard samples 

- a lovely bowl of flowers to act as a perfect foil 
and attention-getter for your decorative mirrors or 


Here’s What To Do 


glass brick treatments. If you’ve always used lots of 
Widow space, with life-size items—try framing your 
windows with decorative wallboard, narrowing down 
that space occasionally and featuring miniature dis- 
plays in the concentrated space remaining. Or line 
your entire window panes with pastel wallboard—cut 


out oblong “windows” of varying sizes at irregular 


intervals in your lining and spotlight miniature model 
homes and interiors-in-miniature in each space. 


form Advertising, Inc., New York, N.Y. 


— 
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Get Your Perhaps your newspaper can 
‘ do a much more effective job 
Money s Worth of reproducing your. ads. 
Your advertising agency can 
tell you in a flash how to get more eye-appeal and buy- 
appeal in your ads at no extra cost. How long since 
you've sent in copies or tearsheets of your ads for 
expert appraisal? A good agency encourages sending 
in tearsheets regularly, offers this help and advice as 
part of its regular service. So start sending in those 
tearsheets today and get more for your money both 
from your ad agency and your newspaper. 


There’s a_ sales - making 
idea in it! If you sell ma- 
sonry supplies, lawn furni- 
ture, picket fencing, gar- 
den stakes, fertilizer and other garden supplies, here’s 
how you can up those sales beginning now. A lot of 
people who have no idea you carry garden supplies, 
go first to their hardware and general stores or local 
greenhouses. Anywhere but to their lumber dealer. 
Other customers forget, from year to year, that you 
sell these items. Remind them in a way they’ll 
remember and talk about it to other good prospects, 
by trying this: 

First have a one-page, low-cost circular printed, 
announcing your “gardening specials” and itemizing 
all other gardening supplies you sell. For best results, 
select some inexpensive, gay pastel-colored papers. 
Then for still higher attention value, and to build 
good will and get better readership of your circular, 
staple to each one a gift packet of seeds—one with 
the brightest, most eye-arresting picture of the 
“grown flowers” on the front. Every gardener loves 
a surprise packet of seeds—will read your circular to 
see why they’re getting this gift, and whom it’s from. 
Will remember you with a pleased glow because of it. 
Sow these seeds now. You'll reap sales from them 
both this spring and summer. For the growing 
flowers are a constant reminder of you. Write and 
explain your promotion to one of the big national 
seedsmen and ask for a special price. 


Look at Mamma’‘s 
Pet Petunia 


Some people know you 
can finance home im- 
provements like paint- 
ing and re-roofing, but 
a lot of prospects have no idea your monthly payment 
plan covers lesser improvements such as overhead 
garage doors, fencing, masonry work. You’re over- 
looking a good bet if you’re not advertising your 
terms for these improvements and specifically what 
they are. What people know about, they come in and 
investigate! What they don’t know or are not sure of, 
they often pass up without bothering to investigate. 
So increase your advertising returns on every home 
improvement you are promoting in your newspapers, 
by talking budget payment terms. 


Yoicks—I Didn’‘t 
Know That! 
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ALBERT R. IMLE, owner. H. M. Dorsey 


Lumber Co. 


By ALBERT R. IMLE 


Owner, H. M. Dorsey Lumber Co. 
Hillsboro, Ill. 


E HAVE A SIX-POINT pro- 

gram to meet and conquer 
increasing mail order competition. 
First, our slogan “Your One-Stop 
Home Builder’s Store” is just 
exactly that. We carry everything 
from the foundation cement and 
sand to the last shingle on the roof, 
and all linoleum, cabinets, and ap- 
pliances milady will be apt to need 
on the inside. 

When a man comes in and asks 
for a load of 2 x 4s and some sheet- 
ing and shingles, it doesn’t take 
a magician to figure out that he’s 
adding a room. A little adroit 
questioning will get the details. 

We made a survey in this com- 
munity and discovered that the av- 
erage age of the farm house is 35 
years. This indicates renovation 
of kitchen, bathroom and laundry. 
Here at Dorsey’s we believe that 
repairs and renovation will repre- 
sent at least 75 percent of the busi- 
ness volume to be expected in the 
next decade. 


FREE PERSONAL SERVICE 


We find we can lick mail order 
competition by offering free, per- 
sonalized, home-modernization ad- 
visory and sketching service by 
sending experts right to these 
homes. 

For instance, the prospect might 
call us for advice on re-location of 
a laundry-tub, and under the diplo- 
matic coaching of a carefully 
trained sales person, turn into the 
buyer of a complete home laundry 
unit, including water heater. 
We’ve sold complete bathroom and 
septic tank facilities to farmers, by 
showing our prospect a large closet, 
or old-fashioned pantry which 
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Our Six-Point Program 
to Beat Competition 


Illinois dealer tells how his highly personalized, free service is | 
wooing consumer business now that the selling honeymoon 


is over 





LARGE WINDOWS throw the entire store open to passing traffic revealing the diver. 
sified lines available at H. M. Dorsey Lumber Co. 


could be adapted to a bathroom. 
They were willing and ready to 
buy the fixtures, but balked at the 


cost of an entirely new room. 


It is well known that many of 
the mail houses have a_sketch- 
ing and engineering service but it 
is located hundreds of miles away 
and depends on the accuracy of the 
sketch the customer himself sends 
in. Herein lies its inherent weak- 
ness. How can the prospect send 
in money-saving ideas which his 
lack of skill makes him unable to 
detect. 

Our salesmen don’t have to 
watch an opportunity to get a foot 
in the door. They go by appoint- 
ment, bearing the bright gift of 
service, and at a time the prospect 
is mentally mellowed and most re- 
ceptive to our ideas of how she 
should spend her money. 

Our second big point is service. 
We never fail to call back on every 
major appliance installation, or con- 
struction job of reasonable size, 
to check on performance and cus- 
tomer satisfaction. We prove that 
we mean to carry out the promises 
we made at the time of the sale. 

Most of the mail houses have 
a broad guarantee but you don’t 
catch them going around ask- 





H. M. DORSEY LUMBER Co., INC. 


General Electric Appliances 


Name ...Mrs..James.Hacris 


Address .... Washington, Illinois... 


1 am interested in— 
$74.00 GE VACUUM CLEANER for $49.95 
GE HOME FREEZER 
GFE. IRONER 





OTHER GE. APPLIANCES 





WOMEN WANT appliances. Over 80 

women filled out cards like this at a high 

school food fair in which the Dorsey Co. 
participated. 


ing for hidden grievances, if any. 
The best time to fight a fire is when 
it is still in the waste basket, not} 
when the roof is ready to cave in. 
Dorsey’s believes in ferreting out 
these small burrs of dissatisfaction 
before the itch becomes a wound 
too sore to heal. 

We have been told by hundreds 0! 
customers that we are the first firm 
that ever did such a thing within 
their memory, we can trace numer 
ous repeat sales to this business 0 
building good will. People like 
feel that they are appreciated, ané 
if you make them know they ar 
you have their business. 

Our third point is stressing onl 
the highest quality, nationally-04- 
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APPLIANCES (left) are connected so that prospects may see 
how they operate right on the sales floor. Impulse buying is 


vertised products. From sewer to 
sink, from lath to girder, it’s qual- 
ity that counts. We point out that 
the job they contemplate is an 
enduring one, say 20 to 25 years. 
A percentage saved at the start, 
by installing seconds, will be lost 
by the annoyance and expense of 
frequent and expensive repairs in- 
stead of timeless satisfaction. 

The public is increasingly aware 
of the fact that skilled labor costs 
more each year. It thus becomes 
less practicable to install factory- 
rejects and bargain counter appli- 
ances just to shave a few dollars 
off the first cost. Explosions from 
sewer gas, cracking, chipping and 
dripping faucets, discoloration and 
kindred annoyances are the bitter 
fruits of false economy. 


SPECIAL EXPEDITER SERVICE 


Fourth, we have created what we 
call our expediter service, a 100 
percent good-will builder. Though 
we carry 5,000 more items than the 
old-time lumberman did, we have 
demands almost daily for some item 
we do not stock. Now we could 
shrug and tell the caller that we 
are sorry, but we might lose him 
forever if he walks out of that 
front door unsatisfied. 

We invite the customer in, and 
get out our catalogs and place the 


orcer at once. When the item ar- 
rives, it goes on our truck and then 
to his door without delay and little 
or no margin added. People are 
astounded at this service; repeat 
Sales prove that it is one of the 
most fruitful ways to spend part 
or ‘nat advertising dollar. 


th, we have put business on a 
more personal basis than it has 
ever been before. I personally 
out a continuing program of 
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house-to-house visiting in the rural 
areas. 

Why? Farmers are more retir- 
ing people than urban dwellers, and 
frequently have some project like 
a septic tank, a water system, or 
footing for a building on which 
they need help. For example, there 
was a woman who said that she 
would like one of the handsome 


Water Systems 
Plumbing Fixtures 





General Electric i 


Refrigerators 
Builders Hardware 


Complete Kitchens 
Full Line of Tools Home Freezers 
The New G-E Automatic 
Complete Line of Lumb: Washer 


Cement and Other 
Building Materials. 


woN 
Disposalls 


— Traffic Appliances 


"3 

Let Us Design Your 
a Kitchen For You. 
G. E. Service Department. 


Electric Wiring Devio’ iii" 


Kitchen and Bathroom 
Accessories 


COMPLETE SERVICE from foundation 
to roof is featured in newspaper adver- 
tising. 


General Electric Flatplate 
and Rotary Ironers 
Kitchen Cabinets 
Water Heaters 
General Electric Ranges 





st 

















encouraged by these attractive island and shelf displays (above). 
Note the Christmas-wrapped packages to stimulate holiday trade. 






cabinets Dorsey’s sold but it would 
take a remodeling job in her 
kitchen to make a place to set it. 
The Dorsey representative stepped 
into the kitchen in question and 
spotted an unnecessary door. He 
showed the prospect how the door 
could be closed without impairing 
the harmony or efficiency of her 
kitchen. Result—a sale. 


We design and custom-build cab- 
inets which fit right into the home 
as if the architect had intended it 
all along. And we can guarantee 
her a complete installation within 
a week. We have a tie-in with a 
cabinet maker who is also a master 
carpenter. 

APPLIANCE IN ACTION 

Sixth, we stress complete store 
merchandising. We laid out our 
sales floor so that all appliances are 
operative; the electric range heats, 
the washer gyrates, and the water 
purls smartly from a faucet, giv- 
ing the prospect the feeling that 
this beautiful thing is at work in 
her home. 


In addition to extensive newspa- 
per advertising, we recently con- 
ducted a huge frozen food fair at 
the local high school. Each woman 
signed a card indicating what ma- 
jor appliance she was most inter- 
ested in. Eight-hundred women 
filled out cards in one day in this 
community of 6,000; a drawing was 
conducted with two vacuum clean- 
ers as prizes. Advertised in ad- 
vance, 50 tank cleaners were offered 
at half price, and every one was 
snapped up. 

To sum it all up, the honeymoon 
is over and we know it. The busi- 
ness we get from now on has to 
be wooed and won and deserved by 
constant, conscientious effort. 
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Conventions on March 


NEBRASKA 


Carl Johnson, Schubert, elected 
president at Omaha meeting 


DANGERS involved by the so- 
cialistic trend in this country was 
the theme of many of the speakers 
at the 58th annual convention of 
the Nebraska Lumber Merchants 
Association in Omaha, February 
23-25. Dr. Kenneth McFarland, su- 
perintendent of schools, Topeka, 
Kans., was the outstanding speaker 
on this subject. 


Carl Johnson, Home Lumber Co., 
Shubert, Nebr., succeeded O. N. 
Flaten, Gering, as association presi- 
dent. Paul Ely, Ely-Hoppe Lumber 
Co., North Platte, was elected vice- 
president. Secretary Phil Runion 
presented his annual report. 


Other convention speakers in- 
cluded H. V. Simpson, executive 
vice-president, West Coast Lumber- 
men’s Association; Gates Ferguson, 
advertising director, Celotex Corp., 
and Chester C. Kelsey, manager, 
Asbestos Cement Products Associa- 
tion. 

Registration figure for the con- 
vention was approximately 1,400, 
one of the largest in Nebraska’s 
history. 


GEORGIA DEALERS MEET 


Charles Girardeau elected 
president at Atlanta session 


CHARLES H. GIRARDEAU, At- 
lanta Builders Supply Co., Atlanta, 
Ga., was elected president of the 
Lumber and Supply Dealer’s Coun- 








Aye 
“4 


In the photo above are: seated, left to right, J. Frank Carroll, the Carroll Lumber Co., 
Alexandria, La., retiring president; George E. Knoop, New Orleans, treasurer; Ivy C. 
Jorden, Superior Lumber Co., Monroe, newly elected president of the Louisiana Build- 
ing Material Dealers Association; Roland Privat, Privat Bros., Inc., Rayne, Ist vice- 
president. In the back row are R. Needham Ball, Baton Rouge, Secretary-Manager, and 


IN THE NEWS AT LOUISIANA DEALERS’ MEETING 


ieaad x2 






<> ar ; 


Thomas A. Harrel, Harrel Builders Supply Co., Winnfield, second vice-president. 


A near record number of Louisiana dealers turned out to attend the well rounded 


two day session, held at the Jung hotel in New Orleans. 
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cil at a one-day meeting held a 
the Ansley Hotel, Atlanta, Ga. 
March 3. 


Other officers elected were: Tf 
Lawrence Palmer, Savannah Plan. } 
ing Mill Co., Savannah, vice-presi. | 
dent; C. E. Flowers, College Park, 
Ga., treasurer; Oertell Collins, For. 
est City Lumber Co., Savannah, na. | 
tional director. 


Approximately 70 percent of the 
Council’s membership attended the } 
meeting at which President Girdy. 
deau reviewed association activities 
for the past. two years. Charles 
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Charles H. Girardeau, elected 


newly 
dealer leader in Georgia. 







Peek, Jr., retiring national director, 
reported on NRLDA activities. 4 
C. H. Taylor, coordinator of short 
courses at Georgia Institute of 
Technology, reported 146 future 
business leaders have lately grad- 
uated from these courses. High- 
light of the session was a forecast 
of business conditions made by Col. 
Robert B. Brooks of Roy Wenzlick 
& Co. C. T. Parsons, editor, South- 
ern Lumber Journal, spoke on cur- 
rent business conditions, and Don- 
ald L. Moore, editor, Souther 
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WEST VIRGINIA 


Largest convention in history 
elects R. P. Thorn president 


RALPH P. THORN, Genera! 
Woodworking Co., Morgantown, was 
elected president of the West Vir 
ginia Lumber and Builders’ Supply F 
Dealers’ Association at the associa § 
tion’s annual convention in Wheel- 
ing, February 25-26. 


OENES AR 5 







The registration of approx: 
mately 175 was the largest in the | 
convention history of the associa 
tion. 


The following vice - presidents 
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Beautiful Oak Flooring as Seen with Beautiful Victorian. 


How’s your stock of customer praise! 


There’s one reason for selling floors that, in its impor- 
tance to you, goes beyond the obvious advantages 
to a customer of beauty, durability, and economy. 

This is the special pleasure people experience from 
oak grain’s versatility in combining perfectly with 


other materials—from other woods to glass and 














owners; w ¢ weeP 
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metals, and with any motif from Victorian to 
modern. 


When you sell oak flooring you are bound to earn 
the praise of your ‘customers who realize in their 
daily living those satisfactions you told them they 
would discover. 


To help your customers visualize the 
style and color adaptability possessed 
only by oak flooring, show them the 
new free 16-page booklet, “Planning 
and Decorating the most important 
side of a room.’’ Send for your 
copies today. 


and Decoratin 


NATIONAL OAK FLOORING MANUFACTURERS’ ASSOCIATION 


814 STERICK BUILDING + MEMPHIS 3, TENNESSEE 


Planning 
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BANQUET HONORS MICHIGAN SHORT COURSE STUDENTS 


Seated at the table are industry leaders and educators who gathered to honor the grad- 
uating members of the Michigan State College short course fer retail lumber dealer 


employees. 


Left to right. Clyde A. Fulton, vice-president of NRLDA, Russell W. 


Nowels, Ralph W. Tenney, Arthur A. Hood, Hunter M. Gaines, Dean L. Anthony, 


Professor A. J. Panshin. and Professor P. A. Herbert. 





were elected: Orval Means, Means 
Lumber Co., Beckley; James C. 
Borden, Citizens Coal & Supply Co. 
Bluefield; Robert Briggs, Wright- 
Bachman Lumber Co., Charleston; 
D. C. Thompson, Carolina Lumber 
Co. Huntington, and Robert 
Swiger, Southern Pine Lumber Co., 
Clarksburg. 


New directors are H. L. Trus- 
low, Pfaff & Smith Building Ma- 
terial Co., Charleston, and C. P. 
Moore, Elkins Builders’ Supply Co., 
Elkins. 


VIRGINIA 


Attendance record set at 
Richmond; Burrough president 


THE 23rd annual convention of 
the Virginia Building Material As- 
sociation set an attendance record. 
More than 450 members, wives and 
friends and employes registered for 
the two day session at Hotel John 
Marshall, Richmond, February 17- 
18. 


S. Lester Burrough, Tappahan- 
nock Supply Co., Tappahannock, 
was elected president. Vice-presi- 
dents elected were Maurice R. 
Large, Farmville Manufacturing 
Co., Farmville; Wm. N. Neff, Vance 
Supply Co., Abingdon; L. R. 
O’Hara, Yorktown Ice & Cold Stor- 
age Co., Yorktown and Ernest L. 
Whitehurst, Whitehurst-Wilbur Co., 
Norfolk. 


Principal speakers included 
Henry J. Munnerlyn, Bennettsville, 
S. C. dealer, who talked on “The 
Retailer and His Market”; Edward 
G. Gavin, editor, American Builder, 
“The Housing Outlook,” and E, H. 
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Libby, general 
who talked on 
Scene.” 


counsel, NRLDA, 
“The Washington 


CAROLINA MEETING 


As the climax to a successful an- 
nual meeting, members of the Caro- 
lina Lumber and Building Supply 
Association, elected C. G. Des 
Champs of Spartanburg, S. C., 
president for 1949. 


Dealers filled in the AL&BPM 
selling practices survey, and later 
heard Art Hood, AL&BPM editor, 





1-E HOME WINNER 


Virginia MacAllister, winner of the 
PHOTOPLAY-IE Home, and Lawrence 
Griffin, head of Griffin Lumber Company, 
Hudson Falls, New York, discussing in- 
sulation and construction details in the 
Griffin Lumber Company display store, 


Glens Falls, New York. 


stress the need for progressive 
merchandising practices. 


Other officers named for this year 
include H. G. Sherrill, Statesville, 
first vice-president; L. C. Fisher, 
Charleston, S. C., second vice-presi- | 
dent; Wyman F. Scarborough, | 
Lumberton, third vice-president; | 
W. V. Groome, Charlotte, treas- | 
urer; E. M. Garner, Charlotte, sec. | 
retary and manager, and R. §. 
Hunt, Charlotte, field secretary. 


New members elected to serve on | 
the board of directors are E. L, | 
Symms, Asheville; G. L. Goodson, | 
Lincolnton; R. H. Wray, Reids- | 
ville; C. L. Benson, Raleigh, and J. 
C. Cauthen, Rock Hill. 


Edward H. Libbey of Washing- 
ton, D. C., assistant to the execu- | 
tive vice-president of National Re- | 
tail Lumber Dealers Association, 
told approximately 300 members 
that the recent trend of legislation 
in Washington is definitely a step 
toward socialism. 


MODULAR DESIGN 


Dealers can publicize savings 
by promoting local adoption 


IF every retail lumber and build- 
ing material merchant sponsored 
the erection of one home in his com- 
munity using the benefits of modu- 
lar coordination, this cost cutting 
method of construction would re- 
ceive tremendous impetus. Wide- 
spread adoption of modular design 
at this time could go far in helping 
builders tap the low-cost house mar- 
ket. 

James M. Ashley, president of 
the Producers’ Council, has already 
urged all architects and builders to 
adopt the principles of modular co- 
ordination on at least one new house 
or other building so that they may 
observe for themselves the extent 
of the savings in construction cost 
which can be attained. 

“Those in the industry who thor- 
oughly understand modular design 
are certain that it will bring about 
substantial reductions in the cost 
of building,” Mr. Ashley said, “and 
many designers already are plan- 
ning buildings on the modular 
basis. 

“In addition to the Producers’ 
Council, modular coordination has 
been endorsed by The American In- 
stitute of Architects, the Housing 
and Home Finance Agency, and 
other industry groups which have 
given it careful study. Anyone who 
actually adopts the plan is certain 
to be repaid in the form of lower 
building costs.” 
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om cost GMCs are available in models and types, engines and 


wheelbases, chassis and equipment options to provide Because of the outstanding engineering, test- 
exactly the right truck for every building supply need. ing and manufacturing facilities of the world’s 


o thor- ' a 
largest exclusive producer of commercial vehicles. 


design 
r about 


Because of a nationwide network of specially 
equipped and expertly manned factory-operated 
branches and dealer service stations. 


Because of a new and extensive parts ware- 
housing program assuring fast, flexible distribu- 
tion of GMC parts to every section of the country. 


ousing ; ; 
and a Because of products that are truck-built 


throughout . . . providing engines and chassis 
that are famous for long-life, low-cost operation. 


Cc TRUCK & COACH DIVISION e« GENERAL MOTORS CORPORATION 
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Products .... Sales Aids .... Literature 


SEND FOR THESE: 





A new catalog sheet covering the 
complete line of Caulking Guns, Ac- 
cessories, and Cartridges is available 
from The Vital Products Manufactur- 
ing Company, Dept. AL&BPM, 7500 
Quincy Ave., Cleveland 4, Ohio. 


Cunningham Sawmill Machinery is 
illustrated in a general catalog con- 
sisting of several individual bulletins. 
Fully described in this series are bul- 
letins covering portable sawmills, saw- 
mill carriages, variable belt feeds, 
sawmill set works, saw guides, the 
mechanical feed with hydraulic con- 
trol, shot gun steam feeds, portable 
mill edgers, edgers, trimmers, etc. 
For copies of catalog write Cunning- 
ham Machinery Corporation, Dept. 
AL&BPM, 701 Ricou St., Shreveport, 
La. 


“Lightning Protection for Trees” 
describes Electra Lightning Rod Sys- 
tems used to protect shade trees that 
cannot be replaced. Diagrams show 
typical Electra installations for trees 
and buildings. Equipment is used and 
recommended by leading tree surgeons 
in both the United States and Can- 
ada. For copies of the bulletin and 
other informative pamphlets such as 
“Fire Safety on the Farm”, and “The 
Fire Safe Home’, write Electra Pro- 
tection Co., Dept. AL&BPM, 11 N. 
Pearl St., Albany 7, N. Y. 


“What’s New in the Bathroom?” 
a four-page folder on the Formica 
Company’s new Vanitory, includes 
illustrations of nine models of the 
new lavatory-vanitory unit, ranging 
from deluxe designs to units for 
the low budget home. Write The 
Formica Company, Dept. AL&BPM, 
4941 Spring Grove Ave., Cincinnati 
32, Ohio. 


Your Dream of Beautiful New 
Walls Can Come True in 48 Hours, 
is the title of a take-away folder de- 
scribing Stylon tile of plastic mate- 
rials. An unlimited selection of color 
schemes and decorative designs is of- 
fered for bathroom, kitchen, play- 
room or den. Write United Plastic 
Tile Company, Dept. AL&BPM, Bos- 
ton 15, Mass. 


Vermiculite Plaster Fireproofing is 
the title of a 14-page booklet which 
gives an explanation for the high 
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fire-resistance obtained with Vermicu- 
lite plaster; an analysis of the sav- 
ings in dead load and steel by the use 
of this material; construction views 
of jobs located in all parts of the 
country; typical fireproofing details; 
and a summary of fire tests made on 
constructions using Vermiculite plas- 
ter as the fireproofing material. Write 
Vermiculite Institute, Dept AL& 
BPM, 208 S. La Salle St., Chicago, 
Ill. 


“Flor-Ceal”, the floor paint that 
primes, seals and paints in one coat, is 
attractively illustrated in consumer 
folders now available on request. One 
folder suggests ‘“Flor-Ceal” as the 
perfect finish for concrete porches, 
garages, basements, outside wood 
floors, inside hardwood floors, and 
linoleum. Another folder shows the 
color chart for tile red, medium grey, 
russet brown, and tile green. Black 
and white are available for farm and 
factory, and clear (transparent) for 
wood and linoleum. For copies write 
Flor-Ceal Division, Builders Products, 
Dept. AL&BPM, 500 N. Dearborn St., 
Chicago 10, Il. 


PREVIEWS: 





New Power Spraying Line fits 
farmer’s spray needs from fighting a 
fire to spraying an orchard. Write 
H. D. Hudson Manufacturing Co., 
Dept. AL&BPM, 589 E. Illinois St., 
Chicago. 


Automatic Flow Proportioner de- 
dusts coal. No pump or motor re- 
quired. Write Johnson-March Corp., 
Dept. AL&BPM, Drexel Bldg., Phila- 
delphia, Pa. 


New Steel Boilers are available for 
hand firing in small apartment and 
commercial buildings. Write The Na- 
tional Radiator Co., Dept. AL&BPM, 
Johnstown, Pa. 

“Wak-Em” Fire Alarm, operated by 
heat detectors, gives low-cost fire pro- 
tection for homes and farms. Write 
Davis Mfg. Co., Dept. AL&BPM, 
Plano, Ill. 


Oil-Fired Boiler Unit for kitchen in 
basementless home has baked white 
enamel cabinet. Write York-Shipley, 
Inc., Dept. AL&BPM, York, Pa. 


Plastic Mailbox with a transparent 
lower section, permits view of the 
mail. Write Rogers Plastic ‘Corp., 
Dept. AL&BPM, North Wilbraham, 
Mass. 


Adjustable Grille Guard 
For Screen Doors, Windows 
The Leigh grille guard is idea] 
for families with small children— } 
it eliminates the threat of falling f 
out of windows, and gives protec. 
tion against prowlers at a surpris. 
ingly low cost. The grille guard 












does not interfere with screens or 
raising lower sash. Made of heavy, 
round-edge bar stock, 34” x 13 
gauge, guards are adjustable to fit | 
all standard sizes of screen doors | 


‘and windows from 16 to 33”. Rivet- | 


ed construction provides additional 
strength. For descriptive bulletin | 
write Air Control Products, Inc., 
Dept. AL&BPM, Coopersville, Mich. 


Low Cost Pre-Cut Houses 
For Fast Construction 


Hoosier Homes, Inc. offers Stone- 
Dell engineered homes that can be 
put under roof in one day with a 
crew of 4 to 5 men. They are not 
prefab houses although the exterior 
panels and gable ends are pre 
fabricated. The versatility of con- 
ventional construction is offered to 
builder and purchaser in a choice of 
whatever floor plan is desired. The 
small house with 4 rooms and bath, 





can be built with all carpentry and 
trimming-out done in -7 working 
days for 3 men. Photograph shown 
here was taken after 7 hours work 
on a Hoosier Home with 4 men in 
crew. Clear Redwood siding is ap- 
plied after the house is erected and 
the design also permits use of 
brick or stone veneer. A variety of 
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Packaged Trim 
Inside Door Jambs 


Standard Lineal 
Mouldings 





Through modern remanufacturing plants located in the heart of the 
Ponderosa Pine region, Firpine is set-up to really give you service on 
millwork, mouldings, furniture dimensions and high grade lumber spe- 


cialties. 


Firpine also manufactures Ponderosa Pine lumber and wholesales all 
species of Western Woods—lumber, millwork, mouldings, cut stock and 


specialty items. 








Consult us on your needs in Western Woods. 


R. A. Holmes 
C. F. Mimnaugh 


OUR MOTTO: “If It’s Made of Wood, We Sell It.” 


Propuctrs COMPANY 
525 CORBETT BUILDING—-PORTLAND 4, OREGON 
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“Since 1896 ”’ 
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Growing New Timber 


For Your Future 
Lumber Needs 


White River is looking ahead 
and planning ahead—for you. 
Here’s a view showing the 
White River forest engineer 
inspecting young re-growth 
of White River timber on 
lands logged off some 20 years 


ago — saplings which 
will provide the saw 
logs for your lumber 
needs many years from 
now. 


Depend on White 
River for_your present 
lumber needs and for 
your futurelumber 


supply. 


R LUMBER CO. 


ENUMCLAW, WASHINGTON 



































styles and sizes is available. The 
houses can be furnished without 
roof shingles, felt, hardware, in- 
sulation, or even without sub-floors 
if the dealer prefers to supply these 
items. Write Hoosier Homes, Inc., 
Dept. AL&BPM, 633 E. 38th St., 
Indianapolis, Ind. 


Self-Feeding 
Paint Roller 

Schaefer’s self-feeding paint 
roller, a labor-saving device for ap- 
plying all types of paints, can be 
used on rough or smooth surfaces 
including rough plaster, concrete, 
acoustics, sand finishes, concrete 
blocks or brick. Paint is strained 
and poured into a large 3-gallon 
supply tank. After air is pumped 
into the tank, paint is fed into roller 
by pressing paint-control valve on 
handle. Roller can be used to apply 
flat paint, semi-gloss, eggshell, en- 
amel, stipple paint, aluminum, stain 


Special attachments 
are furnished for the painting of 
plaster corners and for cutting in 
against woodwork. For folder illus- 
trating the complete unit, write 


and _ sealers. 


Central States 
Dept. AL&BPM, 
Oak Park, III. 


Portable Saw Mill Is 
Moved Behind Truck 

The Hart HB-8 is said to be the 
only full-size mill built on a trailer 
equipped with leveling jack screws. 
This feature also applies. to the 
engine. By its portability the mill 
will bring individual woodlots con- 
taining both small and larger tim- 
ber into a source of revenue by 
selective cutting and harvesting. It 
is also ideal for custom sawing. The 
mill shown here was moved to its 
present location, was set up and was 
sawing within two hours. To set 
up, the mill is pulled to the loca- 
tion by the truck with the end sec- 


Wallmaster, Inc., 
1140 Lake St., 
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tions of the ways on the truck bed. 
Cross ties or any suitable blocking 
are placed on the ground under the 
jack screws which are run down 
until the mill is leveled up. Then 
after the engine is wheeled into 
place, leveled by the built-in jack 
screws and bolted to the saw husk, 
the “V” belts are mounted and the 
mill is ready to go into operation. 
It will swing a 62” saw. For illus- 
trated folder write Hart Brothers 
Machine Company, Dept. AL&BPM, 
Clarksburg, W. Va. 


USG Features New Brace-Tite 
Lathing System 


A new type of suspended ceiling 
construction known as the Brace- 
Tite Lathing System, provides all 
the rigidity of nailed-on gypsum 
lath, plus the features ordinarily 
associated with suspended ceiling 
construction. The new method re- 
quires only standard tools, and does 
not require special training of lath- 
ers or plasterers. Standard chan- 


nels, either hot or cold-rolled, and 
conventional 12-inch or 16-inch 
spacing are used. United States 
Gypsum Company provides all the 
materials for the complete system, 
and assumes entire product re- 
sponsibility. Advantages over older 
types of suspended ceiling construc- 
tion are economy materials cost is 
low; a saving in plaster and plas- 
terer’s time; and greater strength, 
because the 14-inch plaster coat is 
wire-reinforced by the continuous 
wire clips which support the gyp- 


sum lath base. The system can be 
used in many types of construction, 
ranging from simple _residentia] 
jobs to very large multi-story, mul- 
ti-unit buildings. Write United 
States Gypsum Company, 


6, Ill. 


Cardboard Cupboard Aids 
"Stock Up On Lamps" Drive 


Westinghouse, currently 


chasing agents on the importance 
of maintaining adequate supplies 


YOU CAN BE SURE....1F rs 
W estinghouse 


of spare lamps (Westinghouse, of 


course), makes its point with an | 
eight-color lithographed cardboard | 


cupboard that dealers can_ stock 
with actual Westinghouse lamps. 
The novel display stands two feet 
high. It is 16 inches wide and five 
inches in depth with two shelves 
that hold varying quantities of 
lamps, according to the sizes deal- 
ers wish to display. The display is 
shipped flat and is easily locked into 
dimensional position. Write the 
Lamp Division of Westinghouse 
Electric and Manufacturing Com- 
pany, Dept. AL&BPM, Bloomfield, 
N. J. 


"101 Uses in Every Home" 
Something new in linseed oil 
merchandising is offered retailers 
by the Archer - Daniels - Midland 
Company, makers of Supertreated 
Pol-mer-ik Linseed Oil. A new cat 


top tab, diecut to fit around the F% 


Dept. § 
AL&BPM, 300 W. Adams, Chicago 


Cam- Ff 
paigning to educate family pur- | 
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cap and inside the can edge, uti- F 
lizes the former “dead space” on F 


the top of the quart size can. 
Listed on this tab are suggested 
uses under the general theme of 
“101 Uses In Every Home.” Re 
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| HERE’S A ROOFER’S MOP 
| THAT SELLS FASTER 
) BECAUSE IT’S BETTER! 
















Extra hard head of tough glass tape, 
triple stitched, insures long life. 


“Hot Stuff” voids (shown in cut away) 
. specially designed to pick up and 
> hold more asphalt or pitch. 


Thousands of fine flexible 
yarns cut to special lengths 
for more uniform flow, 
complete delivery. 


18 inch spread easily 
covers one-half square of 
roofing material, eliminates holidays. 


Fast selling K. F. Applicators are preferred 
by roofers because they hold more “hot 
stuff,” deliver more uniform film, cover a 
wider area, and speed up roof jobs. 


Plenty of repeat sales, excellent margin of 
profit. Priced right, top discount policy. Easy 
to stock, store. 


Nationally advertised the year round in 
the roofing industry’s leading trade journals. 


Get set now for a bigger share of mop sales. 
Investigate today! 


KIRBY INDUSTRIES 


408 E. LAS TUNAS + SAN GABRIEL, CALIFORNIA 
"16 N. ERIE STREET + WHEELING, WEST VIRGINIA 
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No. 4703W 


Getty offers fine modern casement window operators with 
the exclusive Internal Gear construction, at a price within 
the most moderate budget for the small homes of today. 


Illustrated above is the Getty 4703W...combining the 
finest, strongest design of casement operator in low modern 
style, and a modest price. 


ganenr” 


GETTY MANUFACTURES all 3 types of oper- 


ators... Internal Gear and External Gear Angle 
Drive and Horizontal Gear (reversible). 


GETTY OPERATORS are ALL equipped with 


heavy brass channel guides at no extra cost. 


GETTY SPECIALIZES in the manufacture of 


casement operators... your guarantee of quality. 


GETTY OPERATORS... Best in Any Case-Ment 


Write for Descriptive Literature 


H.S. GETTY & CO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 

































tailers report a sharp upturn in 
sales whenever store traffic dis- 
plays are used. Pol-mer-ik oil in 
cans has changed linseed oil in cans 
from a loss leader to one of the 
most profitable specialties in the 
store. Write Archer-Daniels-Mid- 
land Co., Dept. AL&BPM, 689 Roa- 
noke Bldg., Minneapolis, Minn. 


Bathroom Cabinets 

With Built-In Safe-T-Chest 
Faries Manufacturing Company 

has announced a new line of bath- 

room cabinets said to have many 

exclusive features. All of the cabi- 


nets have a built-in Safe-T-Chest 
in which to keep dangerous ar- 
ticles; the chest can be opened 
only by a concealed button on the 
top of the unit. A new principle of 
fluorescent lighting permits control 
of the intensity of the light which 
is entirely shadowless. Other fea- 
tures are handy extra shelves and 
storage space not found in ordinary 
cabinets. Full details of the line are 
described in special catalogs. For 
copies write Faries Manufacturing 
Company, Dept. AL&RPM, Deca- 
tur, Ill. 


Shingle Merchandising Program 


Samples of Olympic Pre-Stained 
Shingles and Handsplit Shakes for 
sidewalls and roofs are being of- 
fered dealers and distributors in 
connection with the “1949 Merchan- 
dising Program for Extra Dealer 
Profits.” The manufacturer reports 
that Olympic Perfect-Fits are pro- 
duced from selected heartwood Red 
Cedar and are impregnated with 
non-filming stain. Available in six 
colors. For dealership information, 
samples and details on the 1949 
Olympic program, write West Coast 
Stained Single Co., Dept. AL&BPM, 
1118 Leary Way, Seattle 7, Wash. 





Merchandising Plan for Selling 
"“Wolmanized" Pressure- 
Treated Lumber 


The first complete dealer-sale § 


promotion program to be developed 
by a wood-preserving conipany 


is now available to lumber retailers, f 


Prepared by the American Lumber 


& Treating Co., the new, compact 
plan offers a wide selection of ad- 


vertising material for Wolmanized 


pressure-treated lumber promotion, |] 
The program forms a good basis 
for future expansion of treated J 


lumber sales to individually small 


but collectively enormous users of |) 


wood that has been chemically pro- 


tected against decay and termites. . 


An explanatory manual outlines 


pressure-treating processes and jl- |] 


lustrates specific locations in home, 
















SEATTLE 


TOLEDO 






is prepared to render retailers. 






ing, shingles, timbers, plank. 


Seattle 1, Wash. 


MAUK 


WE INVITE RETAILERS 


to get acquainted with the efficient service Mauk = 
Long standing, ; 
reliable mill connections. Shipments from mills 
best equipped to supply the particular items you 
need—yard and shed stock, plywood, doors, sid- 


Consult us on your next needs. 


MAUK SEATTLE LUMBER CO. 











DONLEY BRICK CLAMPS 
Save Labor Costs, Avoid Injuries 


Every concern that handles brick has need for these 
Donley Steel Brick Clamps, (or carriers) that cut down 
brick handling time and save bruised and skinned 
hands. They are quickly and closely adjusted from 
16 to 26 inches. Actual capacity is 8 to 13 brick. 
Made entirely of steel and welded to form a strong, 


PERRIN Rae Ce men 

















SOUTHERN HARDWOODS, YELLOW PINE, 
OAK FLOORING, DOUGLAS FIR, HEMLOCK, 
CEDAR, SPRUCE AND PONDEROSA PINE. 








Toledo, Ohio 


The C. A. MAUK LUMBER CO. 








light-weight, money-saving tool, that stands rough 
use for years. A money saver in the yard or on the 
job because quicker, easier on hands and easier on 
the brick. Approximate shipping weight is 56 pounds 
per dozen. 


THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue ® Cleveland 5, Ohio 
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Meco Adjustable Staging Horse can be packed in small bun- 


dles and quickly erected into strong safe, accident-preventing 


scaffolding for any size job. No more shaky ladders or horses 
where planks can work over the edge causing serious accidents 
and loss of time. 


MECO ADJUSTABLE HORSE consists of two basic units sturdily 
made of high grade steel incorporating every safety feature. 
Large strong clamp and clamp screws with metal prongs se- 
curely hold cross beam without aid of tools or nails and pro- 
vide a rigid setup. Newly designed handles on clamp screws 
make this operation fast and easy. Large thumb screw on 
adjustable extension bar equipped ‘with manual self-locking 
latch, securely holds it in position. 


MECO offers everything for safety, utility and low cost to con- 
tractors, plasterers, bricklayers—wherever scaffolding is needed. 
Available in 5 sizes. 


Send for our new Staging Horse Bulletin and latest price list. 





Marvel Equipment Company also manufactures an efficient line 
of wall brackets, roof brackets and four piece column clamps 
each reasonably priced and designed with unique features for 
safe, speedy erection. Sturdily made of top quality steel 
light in weight and convenient for storing or transporting from 
job to job. Send for bulletin of Marvel Time Savers. 


HOLES FOR NAILING 


U.S.P. No. 2299823 


MEETS ALL SCAFFOLDING Kegacremeuts 


LARGE THUMB SCREWS 


TO RAISE 
@ SCAFFOLD 

| PULL UPWARD 
NO BOL 

TO ADJUST 














,y METAL PRONGS 


LARGE CLAMP 
EXTRA \\ IMBEDDED FIRMLY 


SCREW HOLDS 

















IN CROSS BEAM SCAFFOLD 
STRONG ‘ SECURELY IN 
CLAMPS PLACE 
FOR MOVING 
TO LOWER 
SEMI-AUTOMATIC SCAFFOLD 


EXTENSION BAR PLACE HANDLE 
IN HORIZONTAL 


POSITION 


EXTENSION 
SAFETY 
BRACKET 


ALL WELDED 
CONSTRUCTION j a” 
ls 


WIDE BASE IN 
PROPORTION TO 
SIZE OF SCAFFOLD 


MARVEL EQUIPMENT CO., INC. 


1183 N. Main St. 


OSHKOSH, WISCONSIN 





PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 


xkx** 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xk k 


Sales Agents for 


*Pack River Lumber Company, Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho 


*Thompson Falls Lumber Company, Thompson Falls, Mont. 


%* Member Western Pine Association 


Sales Office; 
Sandpoint, Idaho 
P.O. Box 510 
Telephone 71 





Daily Production 190,000 Feet Kiln Dried Lumber 





NG Propucts MERCHANDISER 











farm, and individual construction 
where lumber needs preservative 
protection. The merchandising plan 
itself is explained in another bulle- 
tin describing treated lumber mar- 
kets and the literature and displays 
available for supporting retail sales 
efforts. The kit includes a merchan- 
dising plan book; a product man- 
ual; three descriptive folders (cov- 
ering the major building markets) ; 
newspaper advertising mat service; 
suggested letters for direct-mail 
campaigns; a counter display; and 
an on-the-job sign. Several of these 
promotional pieces, such as the dis- 
play sign and folders, have space 
for the lumber dealer’s imprint, 
which is performed as one of the 
services offered in the plan. For 
further particulars send for the ex- 
planatory manual mentioned above. 
Write American Lumber & Treat- 
ing Co., Dept. AL&BPM, 332 S. 
Michigan Ave., Chicago 4, IIl. 


New Challenger 
Ventilating Fans 


Two new models have been added 
to the line of Challenger ventilating 
fans. New Model V-520 with a 20” 
blade, and Model V-524 with a 24” 
blade, were added “to help archi- 
tects and builders meet varying 
ventilation requirements.” Both 
are light in weight and easy to in- 
stall. The specially designed Ven- 
turi orifice eliminates back eddies 
and noise and assures a smoother 
flow of air. The two-speed, split 
phase motor, totally enclosed and 
featuring porous bronze, self-lubri- 
eating bearings, is designed for 
vibration-free continuous fan duty. 
For literature on the Challenger 
line, write Signal Electric Manu- 
facturing Company, Dept. AL&- 


BPM, Menominee 43, Mich. 
























































New Conductor Pipe Hanger 


An improved type of conductor 
pipe hanger is designed for easy 
installation. and removal. Its Gal- 
vanized sheet base can be attached 
to buildings with either screws or 
nails. A galvannealed wire loop 





[N, 








Rieke 


holds the conductor pipe firmly— 
yet far enough away to permit 
painting behind the pipe. The 
hangers are packed in standard 
quantities of 100 to a box. Write 
Mid-States Steel & Wire Company, 
Dept. AL&BPM, Crawfordsville, 
Ind. 


“Beautycraft" Custom Kitchens 


Outstanding features of “Beauty- 
craft” all-steel custom kitchens are 
strong welded units, and “Curve- 
line” styling including rounded 
cabinet bottoms, hidden hinges and 
door pulls, detachable roller server, 
custom tops and spacers. The man- 
ufacturer announces expansion 
plans and availability of protected 
franchises in several choice terri- 
tories. Dealers are invited to send 
for literature visualizing the Beau- 
tycraft line, and for information 
about. a protected dealership. Ad- 
dress Dept. AL&BPM, Miller Metal 
Products, Inc., Baltimore 30, Md. 


"Solidoor" for Special 
Doors and Special Sizes 


Ipik Plywood Co., which supplied 
a great part of the plywood used 
in making the famous “PT” boats 
during the war, has incorporated 
all of its wartime research into the 
manufacture of Solidoor. This solid 
core flush door may be cut to any 
length or width, or openings cut 
wherever desired without changing 
construction features. Its solid 





core is constructed of hard, hard- 
wood staves of uniform width not 
exceeding one inch. Solidoor ig 
warpproof, waterproof and weather- 
proof—may be used for interior or 
exterior. Available in birch, oak, 
gum, mahogany, walnut and other 
woods. It is also available for the 
manufacture of special doors or 
special sizes. Write Ipik Plywood 
Co., Dept. AL&BPM, Kenner, La. 


Vita Automatic Windows 


Vita automatic windows are said 
to combine the advantages of dou- 
ble glass insulation with smooth 
electric operation. With the flip of 
a switch, the windows regardless of 
size, become airy screened openings. 
These electrically-operated, double 
glazed units are designed for any 
room in the house and are adapt- 
able to any architectural style. 
Weathertight in winter they great- 
ly decrease heat loss. In summer, 
an insect-proof screen automatical- 
ly moves into place as the glass 
disappears into the wall; there is 
no framing to obstruct the view. 
Anyone who can flip an electric 
switch can operate the Vita Auto- 
matic Window. Write Vita Auto- 
matic Windows, Dept. AL&BPM, 
Smithtown Branch, Long Island, 
N. Y. 


Screen-o-matic Window Screens 

Screen-o-matic window screens 
are completely automatic. They un- 
roll and roll up automatically with 
raising and lowering of window. 
Once installed, they need never be 
removed since they are self-stor- 
ing—and they will not interfere 
with regular storm windows. All 
parts of Screen-o-matic are manuv- 
factured from aluminum—housing, 
tracks, sill-strip. The Lumite 
screening, tested and approved for 
toughness and durability under ex- 
treme weather conditions, never 
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: Something i EW 


for Mixed Car Buyers 





USE OUR NEW TACOMA WAREHOUSE — AND SAVE MONEY 





yard items in West Coast woods, 
including dimension, boards, uppers, etc. 
and let us load in your selection of the 
items listed below from our Tacoma 


to your yard. 





No.1 Order from us mixed cars of usual No. 2 Order mixed cars of lumber items 


and stop off your car in transit at our 
Tacoma Warehouse for your selection of 


Warehouse (as rate permits in your the following (as rate permits in your 
‘ freight territory): freight territory): 


From our Tacoma Warehouse, large or small lots of 
Fir Doors, Fir Plywood, Fir Mouldings, 
Interior and Exterior Door Jamb Sets 
Stock or Detail Window and Door Frames 


Consult your regular salesman, or write us direct for mixed car prices delivered 


Pacific National Sales Co., Tacoma, Wash. 


West Coast Jobbers to Midwest Yards 


from your regular mill source — 




































Solid Type 
No. 100 


HERE IT IS! 


KEENEST SAW OF ALL! 


Huther Bros. 


FIRTHITE TIPPED SAW 
FOR WOOD 


TOP QUALITY PRODUCTION 


EXTRA LONG, TROUBLE-FREE 
OPERATION 


LOWER COSTS PER JOB! 


That’s what happens when your arbors are 
. equipped with HUTHER Firthite Tipped Saws. 
Uséd on straight line rip machines, these 
blades give you a-glue joint cut. Ideal for cut- 
ting veneer panel stock, hard Masonite Presd- 
wood, teak, laminated plywoods and plastics. 


Don’t drag along without one —they’re easy 
to manage—easy to keep in top condition. 


Saw Makers for . Send for New 
Over 60 Years Firthite Folder 


HUTHER BROS. SAW MFG. CO. INC., 1290 University Ave., Rochester, N. Y. 
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needs painting. Screens are mounted 
on the outside of lower window 
sash and may be installed either 
from the inside or outside. Write 
Lockhart Manufacturing Corpora- 
tion, Dept. AL&BPM, 5583 East 
Eight Mile Road, Van Dyke, Mich. 


Insulating Siding Merchandised 
with New Display 


Dealers selling insulating siding 
are offered a compact display piece 
that can be used either on counters 
or in windows. Silk-screened in 9 
colors, the unit utilizes “before” 
and “after” application photographs 
to effectively present the product. 


/ 


SPRINGS 
; ON 7 


vV 


BEFORE 


=~" INSULITE 


SI 


% x 4) 


Two versions of the display are 
available to dealers without charge. 
. One contains transparencies that 
are illuminated by an economical 
25-watt bulb; the other is non- 
illuminated and has mounted illus- 
trations in full color. The over-all 
dimensions of this display unit are 
25” high, 15” wide and 6” deep. 
Write Insulite Division of Minne- 
sota and Ontario Paper Company, 
Dept. AL&BPM, Minneapolis 2, 
Minn. 


Silent New Rubber 
Roller Spring Catch 


A new idea in cabinet hardware 
—a rubber roller spring catch that 
closes almost noiselessly—is being 
introduced by the American Cabi- 
net Hardware Corp. When the door 
is closed, the rubber roller smooth- 
ly glides to a silent stop against 
the strike, thus preventing the door 
from hitting the frame, eliminating 
entirely, noisy “door slap’. Guar- 
anteed against mechanical failure 
for 10 years, the new catch in 
chromium plated finish is supplied 
with two strikes and necessary 
screws for attaching to any type 
of cabinet door. To help dealers in- 


50 

















troduce this new catch, Amerock 
offers the 7” x 5” display card illus- 
trated here with a catch mounted 
on the card so that prospective cus- 
tomers may push it to see how 
smoothly and quietly it rolls and 
retracts. Write American Cabinet 
Hardware Corp., Dept. AL&BPM, 
Rockford, Iil. 


Pre-Fabricated Steel System 
for Mow Curing Hay 


The Louden Machinery Company 
is introducing the Hi-Dri haydrier, 
the first pre-fabricated steel sys- 
tem for mow curing hay. The sys- 
tem permits storage of hay at the 
peak of its maturity. This reduces 
to a minimum the loss of leaves 
and green color. The Hi-Dri also 
minimizes the loss of an entire hay 
crop when weather conditions are 
unfavorable for haying. Hay can 
be cut in the morning, allowed to 
dry in the field four or five hours, 
then stored in the mow. In addi- 
tion, this haydrier eliminates fire 
hazards. The temperature of a 


mow in which this haydrier is used 
may be as much as 15 degrees low- 
er than the temperature outside. 
Write the Louden Machinery Com- 
pany, 
Iowa. 


Dept. AL&BPM, Fairfield, 
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All-Purpose Sheathing 


A new waterproof, all-purpose 
sheathing paper said to cost less 
than uncoated asphalt felt, is now 
marketed by the Presstite Engi- 
neering Company. Known as ‘No, 
15 All-Purpose Sheathing,” the 
new sheet is a virgin felted Kraft, 
asphalt saturated and coated, that 
serves a dual purpose as a sheath- 
ing paper and a moisture vapor 
barrier. A special coating contain- 
ing Gilsonite prevents the shrink- 
age, mildew and moisture absorp- 
tion commonly encountered with 
uncoated materials. “No.. 15” is 
available in standard-size rolls of 
432 square feet, wrapped in pro- 
tective Kraft paper. Flexible and 
easy to apply, it requires a mini- 
mum of storage space and is fully 
approved as a Class A: or B sheet 
by the Federal Housing Adminis- 
tration. Write Presstite Engineer- 
ing Co., Dept. AL&BPM, 3900 
Chauteau St., St. Louis, Mo. 






















Sales Builder Ad-Kit 


Dealers and distributors of In- 
sulux Glass Block have received 
from American Structural Products 
Company this new “Sales Builder 
Ad-Kit. It contains 36 pieces of ad- 
vertising material for use in news- 
papers and magazines, other pro- 
motion media and on the radio. 








American Structural Products 
Company is a subsidiary of Owens- 
Illinois Glass Company. The news- 
paper and magazine advertisements 
need only the signature of the deal- 
er or distributor to be complete. All 
magazine electrotypes and ncws- 
paper mats are provided without 
charge by the company. Other sales 
builders incorporated in the kit in- 
clude telephone directory advertis- 
ing information, suggested direct 
mail letters, radio scripts and mis- 
cellaneous mats and electros suit 
able for handbills, envelope stuf- 
fers, etc. Inserted with each Ad- 
Kit is a letter from W. E. Mc 
Whorter, Advertising Manager, 
suggesting how to obtain maximum 
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6854 Stony Island Ave., Chicago 49 .. . Plaza 2-1772 
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cts 
ns- 
WS- 
nts Every shipment of W. T. Smith lumber is a spe- 
aal- cial one. Your order not only will be filled 
All promptly but you also will receive lumber of 
ws- superior quality . . . lumber from selected logs, 
out accurately cut, properly dried and carefully 
sles graded. Write, wire or call for quality lumber 


that always is “Something Special.” 






Mixed Car Service —- Oak Flooring and Yellow Pine 
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pach ed. Mimney 


FOR ANY HOME 









Furnished complete, ready for installa- 
tion. SAFEST Chimney ever built, 
Underwriters’ Lab. approved for ex- 
treme firing—FHA acceptance. All fuels 
— Light weight, needs no foundation. 
Suspends from ceiling or floor joists. 
A lifetime chimney — tile lined — insu- 
lated. Costs third to half less than 
brick. Easily installed, summer or win- 
ter, by anyone in 3 to 4 hours. Imme- 
diate delivery. 


® A Packaged Product 
® Protected Territory 
® Nationally Advertised 


WRITE FOR FREE BOOKLET 


VAN-PACKER CORPORATION 
134 South Clark St., Chicago 3 
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operation 000 
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The CAPITOL Taper Seal GARAGE DOOR 


BOTH you and your customer will be satisfied if 
you install CAPITOL Taper Seal doors on that 
next garage job, and you'll recommend them con- 
sistently, for they’re by far the easiest door to 
install. 





Precision built of finest materials and hardware, 
parts fit perfectly with minimum labor — tracks 
automatically line up — four hinged sections and 
short radius require but minimum clearance — 
unique rabbet seals section joints. 


CUSTOMERS LIKE THESE 
TAPER SEAL FEATURES 





SIZES AVAILABLE 


Modern Beauty - Balanced Action 8'0x6’6, 80x 7’0 
on Ball Bearing Rollers for “Feath- 80x76, -8’0x 80 
er Touch” operation - Complete eiiuata - iolis 
Taper Seal Weather Protection - f " Ry, ea 
Long Trouble-free Service Life 10’0x8'0, —-10°0x10"0 








- Reasonable Price. 





hoo 


See Your Lumber Dealer or Write Us For Prices 


CAPITOL PRODUCTS spuincenccn: itt. 
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benefits from the material and of- 
fering additional help if desired. 
Write American Structural Prod- 
ucts Company, Dept. E-209, P.O. 
Box 1035, Toledo, Ohio. 


New Grote Stor-in-Door 


The Grote Manufacturing Com- 
pany has announced the new Stor- 
In-Door cabinet with shelves in the 
door, giving more useable shelf 
space for extra storage and plac- 
ing every item in view at finger- 
tip convenience. The Stor-In-Door 
is a convenient installation for the 
powder room and shower room and 
for storage in linen and clothes 
closets. Furnished without a mir- 
ror it becomes a spice and extract 


My: 





cabinet in the kitchen or pantry. 
All Grote recessed cabinets are 
deep-drawn, one piece seamless 
steel construction and the Stor-In- 
Door feature is furnished in all 
models; surface and _ recessed 
types, incandescent or fluorescent 
lighted and the unlighted models. 
Write The Grote Manufacturing 
Company, Dept. AL&BPM, Belle- 
vue, Ky. 


Decorator Awnings 
Styled by Dorothy Draper 


Smartly styled awnings in bright 
new patterns, designed by the noted 
decorator Dorothy Draper, are now 
available in ready-made fine quality 
duck or drill. There is a Dorothy 
Draper-styled awning to harmonize 
with every type of home. Send for 
folder showing actual colors and 
patterns for window awnings, porch 
or multi-window awning, porch cur- 
tain or porch valance. Where stock 
sizes will not fit, the manufacturer 
offers a full range of custom made 
sizes to complete the order. Care- 
ful attention has been given to 
heavier, closer-woven, stress-tested 
material; mottled backs; color- 
matched, heavy-duty thread with 
reinforced double lock-stitching; 
scallop binding, color-blended to 





Retail Dealers Veg Lulldeu 


Save Material—Labor—Maintenance Costs 


Builders use Trip-L-Grip for tying joists to beams, beams to posis, etc. 
Nails come with the anchors. Stock these handy packaged, national 
advertised new connectors—quick sales—good profits. Write today 


for dealership. 


TIMBER ENGINEERING COMPANY washington 6, D.C. 





Crai Mourit sin Lumber Co. 


Sheth es ae Se aT 
Winchester, Idaho 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 








Winchester Box Company 
Winchester, Idaho 
Industrial Cut Stock and Specialty Items 








awning materials. To introduce 
the line to consumers, full-color ad- 
vertising is now appearing in the 
April issue of Better Homes & Gar- 
dens. Dealer aids are ready for 
distribution. Write Canvas Prod- 
ucts Co., Dept. AL&BPM, 1240 §, 
7th St., St. Louis 4, Mo. 


42 Styles of Houses & Feeders 
Listed in Hyde Catalog 


Building bungalows for blue- 
birds might not seem to be much 
of a business undertaking. How- 
ever, Don B. Hyde has made it pay 
off. He began studying birds seri- 
ously while recuperating from an 
illness in 1941. A veteran lumber- 








i 
~— 


man, his knowledge of woods plus 
his interest in bird habits enables 
him to build houses that will attract 
special species. Today the activity 
he began as a hobby has grown to 
a nation-wide business employing 
about 200 people in his factories. 
Forty-two different styles of houses 
and feeders are listed in the latest 
Hyde catalog. The houses are pre- 
cision-built out of seasoned wood of 
the proper dimensions. Write Hyde 
Bird Feeder Company, Dept. AL & 
BPM, 56 Felton St., Waltham 54, 
Mass. 


Elastron Clothesline; 
Utility Cord 


The Elastron Clothesline, with a 
core of tough non-rotting cord, is 
always clean and will not sag, ac- 
cording to the manufacturer. 
Available in 100 ft. lengths, Elas- 
tron Utility Cord is also sold in 
1,000 ft. reels for supplying cord 
used as tow lines, halyards on 
flagpoles, sash cords, etc. For 
further information write Indus- 
trial Synthetics Corporation, Dept. 
AL&BPM, Garwood, N. J. 
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IS THERE 
A HOLE 

IN YOUR 
HAND....? 











SEE MAY 7'" AND 
MAY 21°! ISSUES 


Dependable Quality 





HARDWOOD FLOORING 


In straight cars or mixed with air 
dried Yellow Pine Boards and 


Dimension. Best of manufacture. 


beech 
Satisfaction that will bring you 


Pp ecan _ back for more. 
ash * 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 


oak 











Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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Majestic 
UNDERGROUND 
GARBAGE RECEIVER 


Te. 
_ | lakes the eye of € 


owner—because it 


se 
erene! 


ends forever the unhandy, 
germ-breeding, above- 
ground garbage can! ihis 
unit installs near the 


torage Of cans 
ttles, etc. Many 
s. Write today 


{ »2-D Erie St., Huntington, Ind 
TYPICAL MAJEST'C PRODUCTS EVERY HOME NEEDS 
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Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 


We can ship straight cars of one length or any specified lengths 
you want. Boards and small timbers of course. Also precision 
trimmed Studs cut to exact length. 

Let us know your needed items. 


AXR-KANG)\_ MANUFACTURING CORP. 


pale7. 38) e OREGON 
Portland Line CH. 3330 or Tigard 2301 






Telephones 








D. M. McCuintock Lumber Co. 


Terminal Sales Building, PORTLAND 5, ORE. 


Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mil Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 































American Double Swivel Load Binder 


THE ORIGINAL ALL STEEL 


For bindin ‘ (Goodyear Pattern 
LUMBER, LOGS. c ? 
Holds load firm- 
ly. Strongest... 
forged steel 
throughout . . « 
easiest to use 
+ «.» most prace 
tical and effec- 
tive. Three 
sizes. Write for 
circular and full 
information. 


“American” line of Logging Tools and Appliances is the best on 
the market. 


Write for Catalog 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 














SCREENS 


Protection Products Mfa. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 


























LUMBER for SALE 


HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 





BURNER wit 
CONE GRAT 


*Burns 25%, More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS —5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


h 
E 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 





























LINDSEY 
Self -Loading 
..., Skidders 


are used with either team 
or tractor. On short hauls, 
snaking, and bunchin 
logs, they are unexcelle 


Lindsey Wagon Co. 
Sole Manufacturers 
Laurel, Miss. 

















CUT FLOOR COSTS 
10 TO 20% 


The big emphasis is now on low cost 
homes. You can save your customers 
20% on floor costs by recommending 
1'/2" Third Grade and 10% on 2" 
Third Grade. Standard manufacture. 
We have for immediate shipment one 
car each of: 


25/32x2/4", 2” and 1/2” 
33/32x2" and 1!/2" 


Write — Wire — Phone —- 





Manufacturers 
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Market Analysis 





Current Statistics on NOW — Oak Floorin 
Output and Distribution in Mixed Cars 9 & \ 


Lumber shipments of 427 mills reporting to the Na- a 
tional Lumber Trade Barometer were 3.2 percent below With Y.P. Items 
production for the week ending April 2, 1949. In the 
same week new orders of these mills were 12.3 percent 
above production. Unfilled order files of the reporting 
mills amount to 39 percent of stocks. For reporting 
fel softwood mills unfilled orders are equivalent to 26 days’ 
production at the current rate, and gross stocks are 
y equivalent to 63 days’ production. 

Z) For the year-to-date, shipments of reporting iden- 


Beautifully manufactured Oak 
Flooring from our brand new 
plant. Made from our own 
choice Oak timber. Plus your 
needs in Yellow Pine dried in 
our new, modern kilns. 


Order a Scotch mixed car today. 
Also A.D. Southern Hardwoods. 


SOUTHERN: PINE 
SOUTHERN HARDWOODS 











tical mills were 1.6 percent above production; orders - 
were 10.5 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 49.0 per- 
cent above; shipments were 28.5 percent above; orders 
were 50.1 percent above. Compared to the correspond- 
ing week in 1948, production of reporting mills was 
4.6 percent below; shipments were 11.7 percent below, 
and new orders were 2.5 percent above. 


Southern Pine SCOTCH LUMBER CO. 
























































production for the period. Orders, totaling 14,934,000 
feet, were 4.79 percent below production for the week 
and 15.34 below the three year average. 


The 84 mills reporting to the Southern Pine Associ- 
ation for the week ending April 9, 1949 reported a FULTON _ ALABAMA 
total cut of 15,686,000 feet. This amounted to 11.8 Mixed Cars a SpecialtyeMember SPIB and NHLA 
percent below the three year average. Shipments 
roa amounted to 14,932,000 feet, or 4.81 percent below 


Western Pine 

The 104 mills reporting to the Western Pine Asso- 
ciation for the week ending April 2, 1949, cut» 47,- 
446,000 feet compared to 47,367,000 feet for the same 
period a year ago. Shipments totaled 48,448,000 feet 
compared to 58,558,000 feet a year ago. Orders for 
the week amounted to 56,012,000 feet, or 12.1 percent 
; above production. 


In the Market Centers 
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; TACOMA—Any threatened log shortage appears to © PLASTIC 
, have been dispelled by the advent of good weather and ®° FLOOR 

Supplies have been accumulating steadily during the © FINISH 
—_ past fortnight at local log dumps. Illustrative of the 


volume in which they have been arriving, the West BRING OUT THE NATURAL 
Fork Timber Company received 199 carloads during BEAUTY OF FLOORS OR KNOTTY 
the week just ended. These were shipped from log- PINE WALLS WITH PLATON, THE 
ging operations in the Mineral Lake area. Similar AMAZING NEW PLASTIC FINISH , 
heavy log movements have been reported by the Chi- CONTAINING NO OIL! PURE PLASTIC, APPLIED COLD, 
cago, Milwaukee, St. Paul & Pacific Railway and other IS THE ANSWER TO THE LONG WEARING, BEAUTI- 
carriers. Re-establishment of adequate log supplies is FUL FINISH OBTAINED BY COATING WITH PLATON. 
being welcomed by mill operators as eliminating one WRITE FOR FULL PARTICULARS TODAY! 





Aree, serious production handicap. Meanwhile pro- FAST DRYING LONG WEARING ACID RESISTANT 
uction is gaining in volume. This was particular] 
brides -thia' plptwend Babk hetetee Otenenl ered. BEAUTIFUL FINISH EASY TO CLEAN NO WAXING OR SCRUBBING 


ington Plywood Company, which had been down to one ay Senet ee 


= is about to return to a two-shift basis. Water- 
orne cargo movement, which has been at something of 

a standstill during the past week, is picking up. The # i a N E SOTA co RPO RATION 
Weyerhaeuser Steamship Company’s George S. Long PIPEST' INNESOTA 

Sailed from here Friday with the first appreciable lum- ns na MER 
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LIGHT 


AND EASY TO CARRY 


_ Putit where you 
| need it! 






























STANDARD LITEWATE 
Sectional Roller Conveyor 


—ideal for loading and unloading. Handles commodi- 
ties up to 60 lbs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 
quired—operates at grades as little as 4 in. to % in. per 
ft. Interchangeable spacing of rollers—from 1% in. to 
12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
tions and 90° and 45° curves. Keep LITEWATE con- 
veyors handy in your shipping room—carry a section on 
your truck. For complete information write for Builetin 
AL-49. 


STANDARD 
CONVEYOR COMPANY 


North St. Paul 9, 
Minnesota 






RAVITY & POWER 
CONVEYORS 











Ferguson offers you prompt, dependable 
service in SOUTHERN PINE, SOUTHERN 
HARDWOODS and WEST COAST WOODS. 
Write, wire or phone Ferguson. 


Now in our 56th year. 


™ tt ©eEeRGYS ON 
LUMBER COMPANY 
ST. LOUIS 1, MISSOUR 






LUMBER MARKET 





ber cargo that has moved from here in nearly two 
weeks, a capacity cargo of 7,000,000 feet, destined for 
Baltimore, and other Atlantic ports. Local building 
gained impetus with announcement that a housing 
project planned for nearby Fort Lewis calls for imme- 
diate construction of 1,000 single-family residences. 
Plans and specifications are now being prepared to 
meet FHA approval. The units will be built by private 
capital for rental to officers. Eventually as many as 
4,000 units may be built at Fort Lewis under this ar- 
rangement. 


BALTIMORE—Compilation of building permits for 
the Baltimore metropolitan district shows a total of 
$16,318,388 for the first quarter compared with $20,- 
720,419 for the first three months of 1948. Of the total, 
$9,415,365 represented value of housing construction 
for 1,402 families. In the first quarter of 1948, per- 
mits for housing amounted to $12,436,725 to accommo- 
date 2,099 families. About half of the housing thus 
far planned will be in apartment developments. In- 
cluded in the total for the first quarter are several 
large industrial and commercial contracts ranging 
from $250,000 to $600,000. Two suburban shopping 
centres also are listed, each valued at approximately 
$400,000. There has been no change in the last two 
weeks regarding the price range on Southern pine. 
Offerings have been freer as the mill season opens up 
fully, and the outlook is for no further weakening in 
the price structure, at least for some weeks to come. 
The hardwood division also is unchanged, with the best 
items still in demand and price range high, with the 
less desirable material still weak. Likewise, there has 
been no change in West Coast fir. Demand for lum- 
ber for ship ceiling continues in good volume as ship- 
ments of grain for foreign ports increases. This has 
been a good outlet for lumber for several months. 


SEATTLE—Output of logs, lumber, and shingles is 
increasing fast with the help of an early warm Spring 
throughout the Pacific northwest and particularly in 
the Puget Sound area. With parts of the consuming 
area still in post winter difficulties there is likely to 
be overproductior for a while. Roads closed by coun- 
ties are gradually being reopened and within a week or 
two will not delay logging. 


Demand-prices—The market is more active than a 
fortnight ago but demand is not enough to absorb in- 
creasing production. Hence prices are about the same 
but tend to weaken. This weakness is apparent in all 
items with boards probably the weakers item. D uppers 
run from $60-80 and B items from 125-150. Vertical 
grain flooring brings $160. Most dimension sales are 
made at $50-52 with boards about the same. Timbers 
move at $50-55 and plank at $48-50 while structural 
timbers bring $70-80. The shingle market is sluggish. 
One informant said “No. 2’s are warm; other grades 
are tepid” in characterizing the demand. 18 inch 
shingles sell for $8.50-8.75, 4.25 and 1.75 to 1.90. 5X 
shingles bring $7.50, 4.00-4.55 and 1.75. No. 2 price 
depends on percentage of this shingles in a car. Mills 
are anxious to get No. 1 grade orders but are doing 
a good job selling 2’s which the F.H.A. is accepting in 





some localities. End of winter found 2’s in short sup- 
| ply. They account for 25-30 percent of production. 
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“From Our Own Forests and Mills” 


Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 

Furniture Dimension 

Glued-Up Stock 

Industrial Shook 

Venetian Blind Stock 

Ready-to-Assemble 
Furniture Parts 

7) in fact, Anything in 

Wy West Coast Woods! 
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Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 


ila 


LOW-PRICED 
BUSS No. 208 


SINGLE 
SURFACE 
woop 
PLANER 
Capacity 20” x 8” 






Send us your inquiries for 
PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 









The Ralph L. 


SMITH 


Lumber Company 





1635 DIERKS BUILDING 
Phone Victor 4143 
Kansas City 6, Missouri 



















One of a complete line of single 
and double surface wood planers 
— all built by planer specialists. 


One look at the specifica- 
tions of this machine will 

convince you that the BUSS 
No. 208 Ses to the low-priced small planer field a new high 
standard of both construction and performance. It's a husky, pre- 
cision-built planer that will handle everything within its 20" x 8" 
capacity with speed and accuracy. It's ideal for the small shop, 
mill or lumber yard, complete in every detail, including fully en- 
closed motors, sectional infeed roll, sectional chipbreaker, 4 driven 
rolls, built-in knife grinding- -jointing attachment and many other 
features. Available in various feed rates. Write for price and 
complete information, NOW! 


3 U S S PLANER SPECIALISTS. 


238 EIGHTH ST. 
MACHINE WORKS HOLLAND, MICHIGAN 
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INDEPENDENCE LUMBER & Mc. Co. 


Independence, Oregon 
Telephone: Independence 42 Teletype: Independence 370 
Mills at Independence and Arell, Oregon 


DAILY CAPACITY 300,000 FEET 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers 
Quality Stock @ Double End Trimmed 
Eased Edge Dimension 
MEMBER WEST COAST LUMBERMEN'S ASS'N 


Metropolitan New York Sales Handled by 


J. Herbert Bate Co. 


30 Church St., New York 8, N. Y. 
Telephone: WO 4-6363 Teletype: N. Y. 1-1098 


Mandfacturers and Wholesalers 


Western Pines — Douglas Fir 
West Coast Products 
Southern Yellow Pine — Southern Hardwoods 
SELLING GOOD LUMBER FOR OVER 50 YEARS 
Fast, Dependable Service 
Blue Mountain Quality Ponderosa Pine 
from our Wallowa, Oregon Mills 














OZARK 


1927 = BRAND -- 1949 
OAK FLOORING 
















Your. customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





THE OZARK OAK FLOORING CO. 
BISMARCK, 


MISSOURI 
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Roddis Plywood Warehouse 
Opened in Charlotte, N. C. 


Roddis Plywood Corporation, Marsh- 
field, Wis., recently opened a new 
warehouse in Charlotte, N. C., under 
the management of Jerry Blucher. 
The Charlotte warehouse is the fourth 
addition to the Roddis coast-to-coast 
warehouse organization within a per- 
iod of about 12 months. 


Robbins Flooring Company Buys 
Plant, Moves Headquarters 


Robbins Flooring Company, for- 
merly headquartered at. Rhinelander, 
Wis. has purchased and is now operat- 
ing the big Reed City, Mich. flooring 
plant previously owned by E. L. Bruce 
Company. The Rhinelander offices of 
Robbins Flooring have been closed and 
the executive offices are now perma- 
nently located at Reed City, Mich. 

The Reed City mill which replaces 
the Rhinelander mill that burned last 
August, and the Robbins plant at 


VYlamee in the News 


Ishpeming, Mich., now provide the 
company with ample facilities to meet 
customers’ requirements for Northern 
Hard Maple, Beech, Birch and Oak 
Flooring. 

An interesting sidelight of this 
transaction is that A. H. Abendroth, 
president and founder of the Robbins 
Flooring Company, was for many 
years plant foreman at Reed City for 
William Horner Co. W. C. Abendroth, 
secretary-treasurer of the .ompany 
and now in charge of the Reed City 
plant, and P. W. Abendroth, vice- 
president, now manager at the Ish- 
peming plant, both got their start in 
the flooring business under their fath- 
er’s stewardship at Reed City. W. C. 
Abendroth is president of the Maple 
Flooring Manufacturers Association. 


J. B. Doppes’ Sons Lumber 
Co. Is 80 Years Old 

In commemorating 80 years of ser- 
vice to Cincinnati, Ohio, the J. B. 
Doppes’ Son Lumber Co. sent out the 





“Special Delivery" Service 


A significant development in the 
southern lumber industry took place 
last month when a giant transport 
truck pulled out of Thomasville, Ala., 
bound for New York with a shipment 
of nearly 20,000 feet of lumber. 

“Special delivery” service has been 
inaugurated by Stutts Lumber Com- 
pany, in an effort to control shipping 
and handling costs and also to speed 
service.. The first truck received in 
the company’s expansion program had 
a successful trip, carrying charter- 
cargo back to Alabama. The only 
hitch was a few hours in a Tennessee 
jail after highway patrolmen judged 
the transport to be over-loaded. This 





Giant transport truck of Stutts Lumber Company with shipment of nearly 20,000 feet 


of lumber. 


type of delay will be avoided in the 


future by the company’s new traffic ~ 


manager, who will not only arrange 
routings but will also contact freight 
agents in other cities for return-trip 
cargo. 

The Alabama company also recently 
added two key men—H. P. Greer, gen- 
eral operations manager, and J. How- 
ard Douglas, general sales manager. 
W. P. Stutts, president, said the ad- 
dition of widely-experienced execu- 
tives was a part of a general expan- 
sion program, which also includes fur- 
ther steps to set up its timber lands 
on a permanent-yield basis. 


following announcement on March 17, 

“We take this occasion to thank 
our many customers and friends for 
their contributions to our success, and 
to our sources of supply for their fine 
cooperation. We sincerely hope we 
will continue to deserve this trust and 
confidence.” 

Joseph A. Bauers is president of 
the company; Edward L. Ruprecht, 
secretary-treasurer. 


T. P. Royal Yard Purchased 
by Robertson Lumber Company 


Robertson Lumber Company, Owens- 
boro, Ky., recently purchased the T. P. 
Royal yard at Fondsville, Ky., accord- 
ing to an announcement by R. L. 
Robertson. The name of the new yard 
will be changed from T. P. Royal 
Building Material, to the Robertson 
Lumber Company. 

Mr. Robertson reports that buying 
for all the yards will continue from 
the main office. Millwork for the 
company’s four yards will be manu- 
factured in the new mill at Owens- 
boro, built last summer under the 
supervision of K. E. Bethel. Richard 
Newton who managed the yard at 
Cannelton, Ind., is managing the new 
yard. Lee Huber has assumed the 
management of the yard at Cannelton. 


New Officers of Detroit 
Steel Products Company 


Directors of Detroit Steel Prod- 
ucts Company, following an official 
meeting Tuesday, March 15, an- 
nounced the following new officers: 

H. F. Wardwell, former president 
of the company, was advanced to 
chairman of the board, and W. C. 
Owen, former executive vice-presi- 
dent, was named: president of the 
company. William Gillet and E. C. 
Hodges were elected vice-presidents. 

Officers continuing in their posi- 
tions are H. D. Palmer, vice-presi- 
dent; R. . Weed, vice-president; 
R. S. Van Cleve, vice-president; E. R. 
Ailes, secretary-treasurer; H. A. 
Pope, assistant secretary, and C. G. 
Bunting, assistant treasurer. 

Detroit Steel Products Company 
are makers of Fenestra steel win- 
dows, doors and building panels. 


Olympic Announces Plans 
for National Distribution 


The West Coast Stained Shingle 
Company, manufacturers of Olympic 
stained shingles and shakes, has com- 
pleted plans to expand its distribu- 
tion to national level, according to 
P. W. Bailey, manager. This com- 
pany has in the past sold most of 
its products in 11 western states and 
has pioneered the sale of pre-stained 
grooved shake sidewalls under the 
trade name, Olympic Perfect-Fits. 

All Olympic ‘products are sol 
through retail lumber dealers who 
are served either in carload shipments 
direct -from the factory in Seattle, 
or from ‘wholesale distributors’ ware- 
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Jucreate Your Sales 





Hardwood 
Plywood 


‘PLYWOOD + 
S CAD WET PANELS 


Te IND 


Nowl Cash in 
on hardwood plywood 
sales. With Aetna’‘s 
space-saving, plywood 
merchandiser, the ‘‘Easi- 
Sell’ Display Cabinet, 
plywood sells itself, 
ee ge OOO E Er * builds a permanent re- 
peat business. 


The “Easi-Sell’’ Display Cabinet is handsomely finished, comes 
stocked with 60 pieces of 30° x 60°’ hardwood plywood including 
Walnut, Birch, Oak. Gum and Mahogany. 


With the cabinets u get. 
ADVERTISING MATS- help build your hardwood business. 


FURNITURE PLANS—sales makers that increase your service to 
the customer. 


Send for full mernstes.. - aoe Mo Lg Display Cabinet and 
Aetna’s Free ““TELEPLY price list. 





PLYWOOD & VENEER COMPANY 


1732 Elston Avenue, omg 22, Wlinois 
Phone ARmitage 6-7100 


Branch Warehouse: Grand Rapids 4, Michi 
Sales Offices: Detroit, Mich.; Milwauk ee, * 
Indianapolis, Marion, and West Lafayette, Ind. 


> with NETNA’S~- 


Merchandiser 















































RAINY Tita LUMBER CO. Ltd. 


Sales Office 


PANY 11) Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 


~§ +t p é is £4 M54 


Buitp1Inc Propucts MERCHANDISER 


Primerless Putty has been lacecuhle 
known to the building industry for home 
and industrial use. 


‘Write for prices and 
complete information. 


REG.UK Pat 


” Over three-quart- 


Over three-cuart- MMA PME V3 ARO) ha gee 


of proven depend- OSHKOSH, WISCONSIN 
ability. 





FREE PLAN BOOK 


packed with ideas for your customers! 


Here are sketches and 
floor plans of 24 small 
homes you'll want 

to show to home- 
planners. These 
homes are practical 
—all have been 

built and lived 

in. Architect’s 

plans are 

available at nominal cost. 


DEALERS - SEND FOR YOUR FREE COPY NOW 


“Tested Homes” is available for dealer distribu- 
tion — $6.50 per 50 copies. 


Adv. Dept., DIERKS LUMBER & COAL Co. 
Send my free copy of ‘‘Tested Homes” to: 


Name 


Address 
City : : State 


DIERKS LUMBER & COAL COMPANY 
DIERKS BUILDING 1006 GRAND KANSAS CITY, MISSOURI 


59 














house stock. During the past few 
months the Rounds & Porter Com- 
pany of Wichita, Kan., and Tulsa, 
Okla., Lumbermen’s Brick and Sup- 
ply Company, Omaha, Nebr., and 
Lumbermen’s Supply ‘Company, Kan- 
sas City and St. Joseph, Mo., have 
taken on the distribution of Olympic 
products in their territories. The 
West Coast Stained Shingle Company 
has available several other areas 
where wholesale distribution is de- 
sired. 


New products developed this year 
include pre-primed cedar siding and 
a pre-stained grooved cedar paneling 
called Texterior. Arthur VanderSys, 
sales manager for Olympic, will cover 
the middle Atlantic and eastern sea- 
board states. 


Bird & Son Builds New Plant 


Ground was’ broken recently by 
Bird & Son, Inc., East Walpole, Mass., 
for a new roofing felt mill at Shreve- 
port, La. The first spadeful was 
turned by Axel H. Anderson, presi- 
dent of the company. The new mill 
will be erected on land adjacent to 
Bird’s present roofing mill. It is 
anticipated that the plant will be in 
operation by February 1, 1950. 


The felt produced in the new mill 
will be used in the manufacture of 
roofing materials at Shreveport. L. L. 


Williams is southwestern division 
manager of the company, and B. P. 
Soward is superintendent of the roof- 
ing mill. The contract for the work 
has been awarded to Rust Engineer- 
ing Company. 


Changes in Stanley Works 
Executive Personnel 


Richard E. Pritchard, president of 
The Stanley Works, New Britain, 
Conn., announced two _ important 
changes in positions held by high 
ranking officers of the corporation. 
Patrick F. King, vice-president in 
charge of the Hardware Division and 
Maurice H. Pease, vice-president of 
the Steel Division, are withdrawing 


from active managerial duties to ad- 
visory positions. 


Mr. King, who next year will re- 
ceive the gold emblem of 50 years’ 
service with Stanley, joined the com- 
pany after graduation from high 
school as a trucker in the shipping 
room. Capably handling responsibili- 
ties of the highest importance, he was 
successively promoted and in 1945, 
was elected to the board of directors. 


Mr. Pease, who has been associated 
with Stanley for 35 years, will con- 
tinue to serve the Steel Division in 
an advisory capacity, and will also 
have charge of new construction work 
in which this division will soon en- 
gage. Mr. Pease is also president of 
the Farmington River Power Co., a 
company subsidiary, and will continue 
in that capacity. He will be succeeded 
as vice-president of the Steel Divi- 
sion by Harold E. Pape, who will also 
continue in his present capacity as di- 
rector of purchases. Mr. Pape is con- 
sidered in the steel industry as one 
of the nation’s leading authorities on 
steel scrap. 


W. Ronald Morse, newly elected 
vice-president who succeeds Mr. King, 
joined the Stanley Works in 1919 and 
for two years was master mechanic 
of the old hot rolling mill. From the 
position of plant superintendent he 
now succeeds to Mr. King’s former 
post of vice-president in charge of 
the Hardware Division. 





Every cellar, garage, cistern, 
pool, milkhouse, stable, pen 


and dairy barn needs THORO-. water or dampness, The 
THORO System will correct 
and solve the problem. 


SEALING, to keep water out 
of the walls. 
44 


( 


WATERPLUE . . to stop the leaks 
- THOROSEAL. to fill & seal the surface 
QUICKSEAL . for a beautiful finish 


* 


THORO SYSTEM Products 


. 
Box X, New Eagle, Penna 
Telephone Monongahela 67 


WRITE FOR DEALER PLAN 
AND DESCRIPTIVE CIRCULARS 


| 
nake 





P. O. Box 501 





We Manufacture and Wholesale - 


SOUTHERN PINE 
and HARDWOOD LUMBER 


CORINTH PLANING MILL CO. 


CORINTH, MISS. 


PLANTS AT: Corinth, Miss., Winfield, Ala. 
Custom Resawing and Surfacing in Transit 





OUR SPECIALTY: 


2 x 4—8' +2&Btr. SLYP 
S4S Std. EE DET A/D 





Telephone 968 
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Seattle, Wash. Portland, Ore. 


MALCOM & ASSOCIATES 


Lumber and Lumber Products 
424 Bulkley Bidg., CLEVELAND 15, O. — 
Phone: Tower 1-2480 Teletype: C V 469 


Mill Representatives for 


POPE & TALBOT, INC. 


Servicing Ohio, Western Penna. and N. E. Indiana 


Old Growth Douglas Fir, St. Helens, Ore., 


Plywood, Doors, Port Gamble, Wash. 
Pine Lumber and Lumber . 
Products. Creosoting Plant 


St. Helens, Ore.: 


Mills at Oakridge, Ore., | 
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KILN DRIED CLEAR CEDAR 


1x4 and 1x6 C and Btr. 
3/10 — approximately 60% 3/5 
$2S — S4S — V1S2 E or CM 


Straight cars or mixed cars with: 


Dimension, Boards, Shiplap, 
Tight Knotted Common Cedar Bungalow Siding 3/4x8 or 10 
Tight Knotted Common Cedar Dolly Varden Siding 1'/gx10 or 12 


NORTHERN WOOD PRODUCTS 
P.O. BOX 489 VANCOUVER, B. C., CANADA 
TEL. DEXTER 0830 


A useful work of reference for all users of timber, containing de- 
tailed descriptions of nearly 200 different timbers, with microscopic 
identifications of the woods in more common use. 


A Concise Encyclopedia of WORLD TIMBERS 
By F._H. TITMUSS 


HE science of timber technology first came into prominence largely as 

a result of the investigations made American research workers in 
the early years of the first World War. Before this time the normal wood 
consumer’s knowledge of his material was chiefly empirical, and the results 
achieved by the scientists were neither appreciated nor fully understood by 
the practical man. 

This volume has been designed, to serve as a connecting link between 
the laboratory worker and the man in the workshop and to be a handy 
—" book for all whose work necessitates a real prcgatns gs of 
timber. ‘ 


PHILOSOPHICAL LIBRARY, Inc. Dept. 368 
15 E. 40th ST.. NEW YORK 16, N. Y. 


Please send me ............ copies of ENCY. OF WORLD TIMBERS 
at $4.75 per copy. Enclosed are $.............+-0+005 


SN > ond tr-0 on. b\0.0:0 0.0r0rd a ais. Oaie IIR wine FAS 6 lb hin cele shee bl clelg Walkeul er emtenNe 


(Exnedite shinment by enclosing remittance). 











THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 





















Only No. 1 & 2 Clear and “C” Select 
=, KILN DRIED === 





PONDEROSA LUMBER CO. 


Box 1877 -- San Antonio, Texas 
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Makes Pickets 
at Low Cost 














Gives Siding Jobs Improved 


Protection and Appearance 





On every Asbestos Siding job, 
where appearance is essential, ma 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zinc corner strips . . . Made of 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 





BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 


i BEE i Bie: 
SCHUBERT 


Picket Cutter 














Points 200 to 250 15'' to 35" width pickets per hour year after year use. 24" high. Hand operated. 30°' 
with planer-smooth finish, No sanding required. long handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for 


for literature and price. 








H.A. SCHUBERT CO. Machinists 


ATOM IEC eb aten ce) a. 0a-e Wilmette, Illinois 


BuitpiInc Propucts MERCHANDISER 
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L. Sonneborn Sons Appointed 
Distributor for Plenoplast 


Charles P. Roman, president of 
Phenoplast Corporation of New York, 
manufacturers of the new, cold set- 
ting phenolic plastic coating, Pheno- 
plast, announces the appointment of 
L. Sonneborn Sons, Inc., as the exclu- 
sive national distributor for Pheno- 
plast in the Industrial and Institu- 
tional Maintenance fields. 

Phenoplast, which has been widely 
publicized in leading magazines, on 
television and radio, is unique in that 
it is a 100% phenolic resin, which sets 
without baking or pressure molds, 
and forms an insoluble, infusible coat- 
ing on wood, composition boards, con- 
crete and metals. 


Frank J. Zink Company, Chicago, 
Ill, national sales agent for “Tim- 
berib” laminated wood rafters, an- 
nounces appointment of Wholesale 
Distributing Company of Moline, IIl., 
as jobbers for the product. Manufac- 
tured by Timber Structures, Inc., 
Portland, Ore., “Timberib” rafters are 
now available from the Wholesale 
Distributing Company for use in 
erecting corn cribs, barns, tool sheds 
and other farm buildings. Some of 
the rafters are also designed specific- 
ally for commercial buildings of vari- 
ous types. Rafters can be shipped 
direct to the job site from a complete 
stock carried at the Montgomery, II1., 
warehouse. 
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These fcur Arkansas Counties — 








Sales Office — K 





58 YEARS 
of PROGRESS 


Ozan's progressive forest management policies are now 
bearing fruit in these four ARKANSAS Counties. A con- 
tinuous timber supply appears assured. Our next step is to 
build a new, modern mill to properly utilize the log out- 
pe Den the thriving forests being cyclically harvested 
y Oran. 


| Sa xt Yo rt pr §=OZAN LUMBER CO., Prescott, Ark. 


ELTYS, TEXAS 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 


Merchandiser is published every other Satur- 
Gos. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 
1 Time —10c per word for each insertion. 
inimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
finimum charge of 40c per line. 
26 Times — 7c per word for each insertion. 
Minimum charge of 35c per line. 
For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifi 
or used, regular line rate is charged. 
en answering box numbers or mailing 
copy for ads address them to: 





AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


‘HELP WANTED 


Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work. 
union scale. Address E-42, American Lumber- 
wan - 

















WOODWORK PRODUCTION MAN 

Plant produces highest type woodwork for 
top contractors and architects—local, national 
and export markets. Applicant must be expe- 
rienced in quality construction methods, lay- 
outs, shop details and know how to get re- 
sults from mechanics. The man who qualifies 
— a life-time job with well-established firm. 
alary—profit-sharing—life and disability in- 
surance. Write detailed qualifications to Box 
L-27, American Lumberman, Inc. 


Building Material Salesman wanted for the 
State of Florida. 

We have an opening for a live-wire salesman 
between the ages of 25 and 40 years who has 
had experience in selling Sash and Doors, 
Yellow Pine and Pacific Coast Lumber. This 
is a good opening for a salesman who 
get out and work the Trade as he should. We 
are willing to furnish a car and pay recson- 
able salary and commission to a man who 
can deliver. Will have to furnish bond and 
stand physical examination. Address 1-22. 
American Lumberman, Inc. 


SUPERINTENDENT WANTED 
Experienced in detailing and billing. Sash and 
Door Plant in St. Louis. State age, rience, 
salary and references. Address Box K-42, Amer- 
ican Lumberman, Inc. 


ESTIMATOR—SALESMAN—DETAILER 
Opportunity with woodwork manufacturing 
ant catering to ae contractors and archi- 
tects—local, national and export. Must be 
experienced enough to require no training. 
except in —ony methods and policies. 
Young ape pe to have flexible proach te 
lems — with well-established firm. 
ary—profit-sharing—life and disability i2- 
surance. Write full qualifications to Box 1-26. 
American Lumberman, Inc. 
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SITUATIONS WANTED 











=— —— 
Detailer and Biller of Architectural Millwork. 
Must be thoroughly experienced in takin 
measurements, g shop drawings an 
billing into mill. Please state experience, age 
and references. Excellent working conditions. 
steady employment and A ah salary to the 
right man. Address Box K-51, American Lum- 
berman, Inc. 





Millwork office man wanted. Must have some 
practical experience as draftsman. Must be 
under 40 years of age, neat appearance. able 
to meet the public and assume responsibility. 
We desire a man with background to train as 
future executive in small detail mill and lum- 
ber company located in Southern California. 
Only applicants who give necessary informa- 
tion regarding background will be considered. 
Apply Box J-45 American Lumberman, Inc. 





Hardwood salesman needed. Must have ex- 
perionce. Working conditions good. Best busi- 
ness section in the southwest. Give refer- 
ences, salary desired and experience. Address 
replies to Box J-44 American Lumberman, Inc. 





Wanted: A sash and door salesman for Central 
and Southern Illinois. One who is familiar with 
millwork. Carr & Johnston Co., Peoria 2, Illi- 
nois. : 


WANTED: Experienced estimator for retail 
lumber, millwork and mason supply business. 
Must be congenial and pleasant to retail 
trade. Steady employment and excellent op- 
portunity for right party. State age, experi- 
ence and salary in first letter. Address Box 
1-36, American Lumberman, Inc. 








Masonry and Lumber Products Department 
Managers 


long established retail dealer in Indiana 
offers opportunity in expanding by dividing 
present operations. Men to head these two 
departments must be qualified and experi- 
enced to both manage and sell. Compensa- 
- to be gen = aoae = details 
of experience, education, sa and personal 
qualities. Address Box aE Beneticon Lum- 
berman, Inc. 








WANTED: Experienced yard man for retail 
lumber, buil supplies and coal. State 
qualifications, references, salary expected and 
f- Address Box L-37, American Lumberman, 
inc. 





) ee J & Application 

epartment Manager 

Long established and well known retail 
dealer in Indiana offers opportunity to quali- 
fied man to head this department. Must have 
selling experience in this field. Compensa- 
tion salary plus bonus. Give details of ex- 
Perlence and any special training and per- 
sonal qualifications. Applications handled 
confidentially. Address Box K-32, American 
umberman, Inc. 





National Manufacturer of Asphalt Roofing 
Sidings and allied Products has several open- 
ings in Middlewest for experienced roofing 
and siding salesmen. Prefer men 25 to 45 
Years of age .whose sales background in- 
cludes contacting and selling Dealer and 
Applicator trade. Salary, commission and 
expenses. Must .own car. Give full personal 
and business history which will be treated 
in confidence. Address Box L-69, American 
lumberman, Inc. 


GRADER WESTERN SOFTWOODS 
jhoroughly experienced. Large Wholesale 
tribution Yard. Cook County Lumber Co., 
20 E. 130th Street, Chicago 28, Illinois. 


I PINE SALESMEN 
© sell Ponderosa Pine, Northern White Pine. 











‘hite Spruce, etc., for manufacturer and dis- 
utor, exclusive arrangement. Address 


Box L-67, American Lumberman, Inc. 








Position open in retail lumber and hardware 
concern in small Northern Indiena town for 
*xperienced bookkeeper capable of handling 
jardware and lumber trade. Young man pre- 
a with good salary and bonus offered. 
tate all qualifications, experience, religion, 
age. salary expected in first letter. This is 
excellent opportunity with growing business. 
Address K-4, American L erman, Inc. 





WANTED: Managers and Assistant’ Managers 

in yards located in Northeastern Illinois. 

Must be thoroughly reliable and oe 

Ee All replies confidential. Address Box L-64, 
rican Lumberman, Inc. 
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Assistant Sales Manager 


We are looking for an aggressive Hardwood 
Flooring and Lumber Salesman with success- 
ful back und in the Central, Eastern and 
Northeastern territories. Plant located north- 
ern Appalachian district. 


Man selected will succeed p t sales man- 
ager on his retirement on salary and bonus 
asis. 





Applicant should cover previous experience, 
age, schooling and marital status in first 
letter. 

All replies confidential. 


Address Box L-42, American Lumberman, Inc. 





Lumber Salesman 


With excellent following among dealers and 
industrial users of lumber, cut stock and 
shooks in Eastern and Central New York 
State and Southwestern New England desires 
@ new connection, .Confident t he is in 

tion to substantially increase your sales. 

dress Box L-33, American Lumberman, Inc. 


OFFICE MAN 
Experienced in Hardwood distributing busi- 
ness, capable of handling sales correspon- 
dence, purchases, bookkeeping-stenography. 
Address Box L-63, American Lumberman, Inc. 


Salesman, wholesale lumber. Making change. 
Desires connection with concern ha ge | 
West Coast products. Well acquainted wit 

the Ohio market, Columbus, Toledo and out- 
lying towns. Have had direct mill experience 
in Oregon. sy 41. Married. Can finance self. 
Address Box L-62, American Lumberman, Inc. 














WANTED: Sales Manager for retail hardwood 
lumber = in Chicago. One who is quali- 
fied to handle all sales and able to take 
complete charge when necessary. Excellent 


oppartanity. 
arling Lumber Co., Ltd. 
1800 N. Pulaski Road, 
Chicago, Illinois. 
ALbany 2-2127 or SA 2-4024 





MILLWORK SALESMAN 
Must be able to list and estimate plans for 
stock and custom millwork. Long established 
reputable firm has proven territory for cap- 
able. ambitious man. Give age, qualifica- 
tions, references. 
THE HALLACK & HOWARD LUMBER CO. 
Denver 1, Colorado 





Wanted: Active salesmen for southern whole- 
saler representing the South’s finest mills 
and specialty plants. We specialize in mixed 
cars KD Yellow Pine, Hardwood Flooring, 
box shooks, cleats, crating. etc. Have ter- 
ritories open in Kentucky, Ohio, Indiana and 
Illinois. If interested in one of best sources 
of supply. write us, giving full details. Ad- 
dress Box L-54, American Lumberman, Inc. 





WANTED: Salesmen with Lumber Yard and 
Dealer following to sell custom line of un- 
painted wooden kitchen cabinets. Excellent 
opportunity. Eastern territories open. Full 
— State full qualifications. Address 
ox L-58, American Lumberman, Inc. ~ 





rienced, Estimator, Detailing. Billing. 
Sales, Special and Stock Millwork. Store 
fixtures. 22 years. Familiar Cost Book A. 
Married. Available at once. Address L-57, 
American Lumberman, Inc. 





Prefer Soenepernent of sizable yard. Qualified 
for line assignment as Merchandise, 
Credit, ciency Supervisor and can act as 
relief manager. 

Over 30 years retail experience in lumber, 
millwork and hard materials. All with one 
organization. Thoroughly understand handling 
yard labor, credits, office and yard details, 
also uirements of contractors and counter 
trade sales. 

Excellent health—aggressive. Will locate any- 
where but prefer Northern California, Oregon 
or Washington. Marital status—wife. Children 
married and independent. 

Address Box L-39, American Lumberman, Inc. 


WANTED TO BUY — 
MISCELLANEOUS 


————————————— 
RAILS WANTED ¥~ 
AW HL DYER CO. ING. 
Railway Exchange Bldg.. 8. EScts 1, Mo 


RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 lb. 30 lb. 35 Ib. & 40 Ib. 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston, W. Va. 











SPECIAL MILLWORK LISTER 
Must be experienced Detailer & Biller of 
Architectural Millwork. Oldest Architectural 
Mill in Mountain States Area. State age, 
experience, references and when available. 
THE HALLACK & HOWARD LUMBER CO. 


Denver 1, Colorado 





Salesman wanted for wholesale sash and 
door jobbers operating in central Kentucky. 
Position open immediately. Some knowledge 
of millwork necessary. Excellent opportunity 
for right man. Address L-61, American Lum- 
berman, Inc. 


SITUATIONS WANTED 


Experienced millwork executive desires posi- 
tion as manager of Mig. or jobbing business. 
Write F-34, erican Lumberman, Inc. 


SPRUCE—PINE—HEMLOCK BUYER 
Canadian, 25 years’ experience, mill connec- 


tion throughout Ontario — Quebec and Mari- 
time Provinces, seeks position as buyer, com- 
mission basis. ghest references. Write: 
Meyers Allard, 2900 Paul Pau St., Tetreault- 
ville, Pro. Quebec. 




















Married man, 35, 13 years experience, desires 
position as manager or assistant manager 
retail lumber company. Employed at present. 
Address Box L-29, American Lumberman, Inc. 





Over 30 years retail experience in lumber, 
millwork and hard materials. All with one 
organization. Thoroughly understand handling 
yard labor, credits, accounting, office and 
yard details, also requirements of contractors 
and counter trade sales. Prefer management 
of sizable yard and qualified for lineyard 
assignment as Merchandis e, Credit, Efficiency 
Supervisor when occasion demands to 
act as a relief manager. 

Aggressive. Excellent health. Marital status 
— dren married and independent. 
Address Box L-38, American Lumberman, Inc. 











MILLING IN TRANSIT 











We = dressing, resawing and kiln drying in 
ransi . 
Grayson Lumber Co., Inc., Birmingham, Ala. 


LUMBER & DIMENSION 
WANTED 


Wanted: Plywood shorts cut to size, some 
required ted. CHRIS-WOOD PRODUCTS 
CO., KINGSVILLE, OHIO. 


Needing several cars 4/4 No. 2 common & Bet- 


ter Hard Maple. Quote lowest prices mill. 
Address K-37, American Lumberman, Inc. 


~ USED MACHINERY WANTED ~ 


























DRUM SANDER WANTED _ 
3 Drum Endless Bed Max. 36’° Wide in good 
condition with a 1 yr. guarantee. Give full 
details. 
CINCINNATI FLOOR COMPANY, INC. 
Cincinnati Ohio 


7 








TIMBER & TIMBER LAND 
WANTED 
Wanted—To buy good cut-over timberland, 


he to Yellow Pine. Will pay cash. Address 
Box L-65, American Lumberman, Inc. 


BUSINESSES WANTED 


———— 


























WANTED TO BUY 
Small Retail Yard in suburban or semi-rural 
area. Potential development the primary con- 
sideration. Present condition secondary. 
Would consider partial share with opportu- 
ity to actively participate in management. 


Send full details. Address L-66, American 


Lumberman, Inc. 
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_BUSINESS OPPORTUNITIES 


BUSINESSES FOR SALE 


LUMBER & DIMENSION 








FOR SALE 








—_— 


Pteetbutess wanted. Completely different 
book. Easily sold on unique basis 
ve to lumber pw fe gms material 
dealers. Saves them time and money. Pro- 
motes new business. For details write Har- 
ous Homes, 5762 West Pico Bivd.. Los 

les 35, California. 





WEDISH 


8s 
rmsetting for concrete founda- 
a@ short e, 20,000,000 square feet 
= nanatomened oun mee aa 
countries in ¥ ufac- 
al came ave eee eee 
Suitable for large lumber concerns. 
ction very simple and with their own 
profit possible. Inventor now 
— > for Egy sneer 4 
} desired direct with lumber 
concerns. Address Box H-63, American Lumber- 
man, Inc. 





BLOCK PLANT & BUILDING SUPPLY 
BUSINESS 


Sesoent coming 5 record. About $60.000 cash 
uired. Dissolvin: % — GLICK é 
R TAN, Clayton. 


Commission Salesman covering New Jersey, 
New York, Pennsylvania, Connecticut, now 
representing West Coast lumber wholesalers 
es association with Millwork, moulding. 
door source. Calling on well rated reliable 
only. Address Box L-55, American 
Lumberman, Inc. 


Salesman selling lumber in New York State 
desires direct Western Mill connection. Can 
finance own accounts or work on commis- 
sion. aaa Box L-56, American Lumber- 
man, Inc. 


BUSINESSES Pou SALz 


For Sale: Yellow 
Planin 

















Al . Adequate timber supply 
and rail facilities. Will sell for cash or con- 
sider reasonable down t. Address 
H-38, American Lumberman, 


Complete saw and planing mill. Diesel 
powered, —— ental Ask AE me casas. Milos trac- 
tor, etc. ion feet 
sawed pRiig 1 4 dress Box 
J-20, American += =~ 








plant with Yates A-7 

core dry kilns. Abundant 
Oak and Maple within trucking distance. 
Priced + and reasonable terms. Would 
consider selling part ownership. Write Box 
L-31, American Lumberman, Inc. 





KANSAS YARD FOR SALE 
Wonderful opportunity for young man with 
some lumber Spence Ce Commueteey enclosed 
building 190’xl with tional lots and 
two other buildings. Yord a equipment 
for $4200.00. Inventory about $7000 or $8000. 
Primarily farm customers. First come first to 
get it. dress Box L-40, American Lumber- 
man, Inc. 


For Sale: Retail lumber yard in live Okla- 
homa town. County Seat 15,000 population, 
three railroads, college, fine cattle. Grossed 
$75,000.00 in 1948. stock, machinery, 
five room apartment. Address Box K-48, Amer- 
ican Lumberman, | Inc. 


a well established Retail Lumber Yard on 
the seats ay in Medford, Oregon, a. 
= ne . t 
14,000 . ft. ~*~, pan Price $27.500 
“~y  Semiany of of haa mane $25,000. Write 


VINSON VAUGHAN. Realtor 
319 Leverette Bldg., Medford, 


For Sale 
Retail lumber yard in rich Texas Gulf Coast 
Area. 30 miles of Houston. Will inventory stock 
and give long lease on new modern b g- 
Box + Rosenberg. Texas. 


For Sale: Nebraska Yard, located in best 
farming i wraghy Pw sa. Priced to :— < 
Owner wishes retire. ‘or particulars 

dress Box H-35. American Lumberman, Inc. 
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Oregon 











siding 


$50,000. 
and berdered by two main highways. 










"NORTHERN WHITE P 
Dry or green Lo Png ee ‘ete etc. 


basswood, P 
us. Forest =< Co., Soe NW 5 ar 
Minneapolis 2, Minn. 





Wate 
Bldg., 





Doing a alee volume. Owners wish to re Mensou ) A. yay ge yellow pine 


from active 
L rman, Inc. 


. Address K-56, American 


mouldings ro 


G. 
Haleyville, Alabama 









FOR SALE: Lumber and Buil 
Yard located in Southwestern 


erst —— a eae 
sight, Years 
000. 


American Lumberman, Inc. 


Material 

















For Sale—Pallets and Crates of any kind. 
Made of fine Gum or Oak. Tesemsbled cr on 


to size. WHO INC., 3922 West 
Sample St., South Bend 21, Indiana. 








Bargain Price for quick sale, a 
weetetanes plant complete = 


all 
1500 A hourly. plenty of 
qaubly Mebel—teost peg Faw ‘West 


ia. Address ee Pe mn Lumberman, 


ic. 


lumber 








mon | 2 x2 —4') 
- | 2 x9 —Ol A & Bu. Redwood—Dry 
if x 2/12—4" 





SAWMILL FOR SALE VERY CHEAP AT 


FORBESTOWN, CALIFORNIA 


All Electric But Feed Works which is steam 


Live Rolls and Transfer Chains. 


58°’ and 60’ Top and Bottom Circular Saws. 
1 International TD 18 Tractor with logging 


inch. 


1 225 H.P. White Truck and 25 Ton Dolly, 


New years ago. 
1 185 H.P, White Truck with Rollers. 
1000 Foot Highline. 
1 Double Drum “A” Frame 


Jammer. 
Blacksmith Shop and all tools that are neces- 


sary to operate a mill. 


Mill Site covers nine to ten acres and has 


living quarters for five families. 
Have approximately nine million feet of 


Ponderosa Pine which will sell very ch 
Mill can be bought with or without timber. 


Other timber available. 


Inquire at: ALCAP LUMBER CO. 
P. O. Box 1712 
Fresno. California. Tel.: 


3-1271 


Straight or Mixed Cars 
Band Mill—Association Grading 
Also. All Regular Stock Items. 
Address Box L-68, American Lumberman, Inc. 





WESTERN RED CEDAR 
Manufactured in yo 


ade rough 
er. COLE L {BER co., FORKS. WASH. 





FOR SALE 


PONDEROSA PINE.D AND BETTER LUMBER 
airdried, dressed and rough, RW and RL, 
clear, slight and medium stain. Besides direct 
mill shipments, can deliver to trailer 
trucks at warehouse in Laredo. We solicit in- 


quiries. 
= Ss. Garcia 
Im 


rter 
309 Sames- one Bldg., edo, Texas 





good 
eap. 










THE BUCHANAN LUMBER 
COMPANY 
CUMBERLAND, MD. 
Manufacturers 
Millwork of Superior Quality 
Appalachian Slendweods and All 
Quick Service 
CL or LCL Shipments. 





FOR SALE: Sawmill business, No. O Frick 
Sawmi. 


ll, used one year. powered by 
Huber Tractor, 11 h.p. Disston 
22 Caterpillar tractor. 
with dwelling. 100 ft. poultry house 
other Pe ee ding. Priced 


John G. 


Chain Saw 
on 4 acres ground 


reasonable for 
e—7 mallee west of Dover, Delaware. Fr for 
Byler, R No. 2, Dover. Delaware. 


s Cut - to - 1 Mouldin 

cai case ae are 

4 —, ane 
Door Sills—Thresholds. 


Special Windows, Doors, 
Tames Schools, Homes, 
Industrial Buildings. 


40-62 


and 


and 
and 





FOR SALE 


Country Lumber and Coal yard 50 
=e 


miles northwest _ of 
elevator included. 

agricultural territory. 
to reduce activities. Addr 
American Lumberman, Inc 


Chicago. 
Located 





DRESSED OR ROUGH 
Pine Cypress Gum Poplar Ock 
Kiln Dry Yellow Pine Rough 80 Per- 
coat 16 foot—80 Percent B&Btr. our spe 








LUMBER & DIMENSION 
FOR SALE 


Floctiag =! s Rail or Truck Delivery 
- 2s counts on large orders 
Speci: RW RL C&BGBtr. Kd 

Yellow Pine Hg Moo Lumber, FOB Mill $140. 








FOR SALE: Will be 


after May Ist. Would a inquiri 


A. M. Rhoda, Bemidji, Minnesota. 


Wanted orders to work our 6/4 
B&Btr. into. Cut to your sizes, our price ! 


ou for thie special service does not exceed 
e@ ave lumber. 





FOR SALE: 4/4 and 6/4 North Carolina White 
er Te Can surface and resaw. Have 


Eh. a! available. 
Corinth Hardwood Co., Pp. Oo. Box 581. Bristol, 
enn. 


this 
Waste is its saved, de well ax fsight p. 
also class mouldings {rom 


can 
this os Egg 


AHOSKIE FABRICATION ae INC. 
AHOSKIE. NORTH CAROLINA 





April 23, 1949, AMERICAN LUMBERMAN & 


LUA 





—— 


SPRUC 


MILL VALL 
112 Sime 





Aromatic Re 
mon & Bett 
Cedar Squ 
& Pcles wi 
Ornamental 
Fence 

work, lo 

be included 
National C 
Nebr.—Mur: 





2 cars of 6’ 
2 cars of 13 
Fir, end 
$95 and | 
2 cars of ls 
air dried 

















Basswood 
prices, pro 
Co., St. Ch 





Busines: 


CARDS O} 





For sale: ‘ 
ule 


Write Up 
Iron Mount 


eee 


FOR SALE: 


Klateky Bre 
berry. Mick 




















eo 


ser! 


inc. 


LUMBER & DIMENSION 
FOR SALE 





— 
—~ 





FOR SALE 
SPRUCE. WHITE PINE, HEMLOCE 
BASSWOOD 


Rough or Dressed 


MILL VALLEY LUMBER COMPANY LIMITED 
112 Simcoe Street ey Oshawa, Ont. 





ipomatl Red Cedar Lumber—4/4 No. 1 Com. 
mon & Better Green or Air Dried. Also R 
Cedar Squar Tapers—Round yooe 
& Poles with bark on, otc, can also supply 
Ornamental Rustic Fence, Post & 

aig = Rustic Red Cedar for ornamental 
work cabins, etc. All of these items can 
be Xi ed in same car. Write us for prices. 
National Cedar Post & Pole Co., Omaha, 
Nebr.—Murfreesboro, Tenn. 








USED MACHINERY FOR SALE 


TRACTORS. a POWER UNITS 
OMPRESSORS 











Setecniior SO aces acndarikaseein $ 975.00 
Cat Wc exec aca kaeiaisb wees 1050.00 
Allis. halmers “K” wide track...... 1350.00 
Fe re, a EPR eae 1250. 


00 
New Hyster D6 Caterpillar hae om Roe 
‘drum yn © my By 
price. 
Compressors, fig 105 and 210 CUFT, both 
gas ven and Diesel at low prices. 
60 to 70 HP gas driven — Units . .$1000.00 


Overton C. 
Mt. Sterling. — 





Complete used saw mill with 65 h.p. Inter- 
national engine. also one brand new ball 
and roller b Turner sawmill. Reason- 
able. Krebs L r Co., Springfield, Ill. 





2 cars of 6° Oak stackin ch. 

2 cars of 1x6 2 to io” and Btr. kiln dried 
Fir, end matched dro ing Pattern 106 
$95 and $100 f.o.b. mill. 

2 cars of 1x5 random lengths No. 2 & Btr. 
air dried Yellow Pine S2S and centermatch 
$48 f.0.b. mill. : 

E. J. Gaiennie, Box 1074, Shreveport 89, La. 


TIMBER & TIMBER LAND 
FOR SALE 


sticks 5c ea 














FOR SALE 
1000 ACRES OF 
GOOD TIMBER 


in Sullivan County, New York, 
18 miles from Port Jervis. 
Timber to be removed within 

3 years. 


S. W. GORDON COMPANY 


2669 East 19th St., Brooklyn, N. Y. 
Telephone Sheepshead 3-8895 


MISCELLANEOUS — FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 














Advertising Yardsticks 


Basswood and Hardwood. Reasonable 
prices, prompt delivery. F. M. Mosedale 
Co., St. Charles, Ill. 


‘ARDS OF REAL WOOD 
Business, Christmas, Announcements. 
CARDS OF WOOD, Manlius 9, New York 








For sale: Lake property in the Upper Penin- 
sula of Michigan. Several tracts, and all 
accessible within a short distance of U. S. 2. 
Write Upper Michigan Products Company, 
Iron Mountain, Michigan, P. O. Box 334, 


FOR SALE: One 40 Gallon Foamite Chemical 
ee § Extinguisher on a 2-wheel 


Klatzky Brothers. Inc—P. O. Box 295, New- 
berry, Michigan. 


cen s 


FOR SALE OR LEASE 

Five S) acres on =? Line of New York 
Central Railroad, and Barge Canal, at NEL- 
USTON, N. Y.. cement block building 30x60, 

r and lower level; side track: — 
bogs pall ates coal yard, oil “ey facto: 
pera amg site, dry kiln: with or wi out 
qoetri and timber ~supply. "JOHN 
uy W. LEDER LUMBER Co., INC., TON. 


—_— 


USED MACHINERY FOR SALE 


pack” Diesel Tractor and 2 Lumber Trailers 

end 25’ 1100. Tires perfect condition 
$4500.00. Consider trading for lumber. Cos- 
er ‘er Lumber Company, Wappingers Falls, N.Y. 


Fer § Sale: 1 Weltronic High , Freques gastos 
Gluing Machine, Gun “7 
ued less than two Pac Bogen ea bes 
With extra tubes and cables. New ce 
$920.00 —will sell. for $600.00. Mowery, 
Co.. Lewiston. Michigan, 





























Buitpinc Propucts MERCHANDISER 


FOR SALE 


BY SCOTT LUMBER COMPANY 
BURNEY, CALIFORNIA 


Stetson Ross Surfac 
30°’ Model AG — Belt “Driven 
2 Side Babbitt Bearing 
0 Enife “Round Heads 
Feed Table 
Excellent Condition 





MACHINERY FOR SALE 
Berlin #341, 54° resaw, V-drive. 
Yates A-4 15” er and matcher. with 
double profiler, 6 Sin top and bottom heads, 
full set of jointing attachments. 


S. A. Woods #131 9°’ moulder, square slip-on 
heads, 20-HP motor and compensator, V-drive. 


New Britain #2 chain mortiser. 
John A. White 54” resaw with six brand new 


6" blades. overhauled, exceilent shape. 
argain. 
Send for our stock list. 
BOSCHO, INC. 
200 Boston Ave. Medford 55, Mass. 





AT HUNTINGTON, WEST VIRGINIA: 
1—T6 - pcre (International) with Carco 


Win 

1—6x6 Giuc Army Truck (Good Shape). 

1—TD 6 International Le with Carco 
Winch (Recently Overhauled). 

l—Long Wheel Base Ford “Track (196"') with 
Winch 1944 Model 900x20 tir 

1—TD 9 7 + sagan ewith Winch. 

1—GMC 6x6 Arm 

ees a = Pickup Truck—1946 

el. 

1—GMC 5 ton 1946 196’° Wheel Base, 1000x20 
tires, winch in back of cab. 

1—TD 9 Int. Tractor with — Winch. 

1—5000-watt Onan Light — 

ae =e Lg Ss Shape. Several 


re 
1Camp ‘out outfit, stove, dishes. bed clothes, 


= ee Double Drum Hoist Model 75— 
Steel Skids. 
4 —. Style B 50° Swing 76’ Knife 


1—102° Capital Automatic Cup Wheel 
Grinder. 
AT MONTICELLO, KENTUCKY: 


2—75 H.P. Steam Boilers 4’° Flues. (Will 
stand inspection 125 pounds steam pres- 


sure). 
1—Foshee Lumber wg 
1—Mack Truck 1, T 
— ) 9 International *Tractor—Model E Carco 


1—TD $3 International — 


1—24"" Solid 2-15/16 Seon} 12” Face. 
1—30°’ Solid 2-15/16 Bore 10’ Face. 
1—40”’ Solid 2-15/16 nore ad pee 
1—24°* Solid 2-15/16 Bore 8’ Face. 
1—48" Solid 2-15/16 Bore 12” . Face. 
1—48°" Solid 5°’ 


Bore 
1—28” Solid 2- 7/16 Bore 20” Face. 


AT JACKSON. TENNESSEE: 
1—Filer & Stowell No. 45 Diamond Hog (Left 
Hand with Motor). 
1—No. 90—Ross Straddle Truck—Model 6556. 
WOOD-MOSAIC COMPANY 
Louisville 9, Ky. 





USED MACHINERY FOR SALE 





“Feles Machine, 6 kil, “row round cyl 


inders, double le, 
driven, in used pein toa go poe 


ed by a new ma- 


chine. Price $5,000 Also we have one 
two saw double end trimmer for sale. Price 


ham, 


Grayson Lumber Co., Inc., Birming- 





FOR 


SALE: Pid (8) Band Saws; Six (6) are 
je—One (1)-9° wide = 

— wee /8 wide. These are all 

12 gauge and range in | 

yy ly feet-3 inches up to ft. 


Elatzky Brothers, Inc—P. O. Box 295. New- 
berry, Michigan. 





RECONDITIONED FORK TRUCKS AND 


st 


Transitier Fork Truck No. 
Crane— 

1/2 yard, Pn. Tir 
Hercules Diesel Power Unite 80 ar 


A.C. 


Fork Truck 18 HT—10,000 ib. Cap. 
Fork Truck 15 HT—14,000 lb. Cap. 
Fork —— 12 HT—18,000 lb. Cap. 
Carrier No. 000 


90—30 
Ryetes Fork Truck No. 130—15.000 Cap. 
Y' 


er Fork Truck No. 40—4,000 lb. “Cap. 
20—2.000 lb. wap. 
Link Belt a Be r i, 
a ol be 






Tractor—PN. Tired 50 H.P. H.D. Bu 


MILWAUKEE POWER EQUIPMENT co. 


1111-25 W. Bruce St., 
Mil 


Or. 2-1342 
ee, Wisconsin 





FOR 


SALE: Allis-Chalmers Model EK ing 


tractor in excellent condition. Will sell or 


trade for lumber. 
State College, 


©. W. Houts Lumber Co., 
Penna. 





GARLAND LOG HAUL-UP COMPLETE 


Good condition, 200’ chain, good as new. 
Priced to sell. Adams County Lumber Com- 





pany, Decatur, Indiana. 
DRY KILN TRUCKS, any length, with roller 
bearin MIGHTY MIDGET CoO., 1481 Park- 


way 


> iance, Ohio. 





DISCONTINUED TIMBER OPERATIONS 
FOR SALE 


a ee Re ree a. 350.00 


THE SIGAFOOS LUMBER CO., INC. 
Jeromesville, Ohio—Phone 50 





Allis-Chalmers, right hand, 3 block, 
carriage with 34 inch opening. 


Allis-Chalmers steam log loader 
= deck stop for single cutting 


Allis - Chalmers oscillating steam 
nigger. ‘ 


Direct acting steam feed with 8" 
cylinder 36° long. 


Address Box L-59, 
American Lumberman, Inc. 





Bester - i lift = 54” arms 

wi Pment, 

Hyster S766 Steadale Trea Be ag with 900x20 
tires. price $4,100, excellent condition, year 


old. 


J. H. FLACK LUMBER COMPANY 
MONTGOMERY, ALABAMA 





a'°s eam on ae 















Dont take chances 


mS | 


ane x 
™ 


™~ 


SELL THE 


ef 


=f 


PERF- A. TAPE 


JOINT SYSTEM 


It’s the method perfected by the 
makers of famous SHEETROCK* gyp- 
sum wallboard, thus is backed by 
years of dry-wall know-how. You 
can recommend it with assurance. 


*T, M. Reg. U. S. Pat. Off. 


So, play safe—sell PERF-A-TaPE* 
reinforcement and cement . . 


- made 


exclusively by . 


United 


States Gypsum 


Advanrtisors’ Index 








Gypsum + 


For Building e For Industry 


Lime + Steel + Insulation + Roofing + Paint 





IS THERE 
A HOLE 
IN YOUR 


HAND....? 











SEE MAY 7™ AND 


MAY 2 


= HSSUES 





—_ Plywood & Veneer 


Air-King Mig. Corp..... 
American Logging Tool Co.... 
American Roof Truss Co....... 
American Varnish Co 


Anaconda Copper Mining 
Co. 


Angelina County Lbr. 


Armstrong Cork Co....... 14- 


Asphalt Roofing Industry 


Bate Co., J. Herbert... 

Bay de Noquet Co... 

Berwyn Lbr. Co.. ey Re 
Boehm-Madisen Lbr. Co....... 
Bonifas Lbr. Co., Wm..... 
Bugher Mfg. Co......... 
Bunyan Lbr. Co., Paul. 

Buss Machine Works.. 


Cadillac-Soo Lumber Co... 
Capitol Products 
Christiansen Co., C. M. 
Connor Lumber & Land 

RRR eee Hae 34, 
Consolidated Wire Products 


Copeland Semnber Co. 
Corinth Planing Mill Co. 
Craig Mountain Lbr. Co. 
Crossett Lbr. Co 


Curtis eee Service 
Bureau 


Dierks Lumber & Coal Co. 
Donley Brothers Co., The 
Douglas Fir Plywood Assn. 


Ferguson Lbr. Co., W. T. 
Firpine Products Co..... 
Fox Lbr. Co., Abbott 
Fry-Fulton Lbr. Co. 


Georgia-Pacific connce) &é 
Lbr. Co. 


Getty & Co; Inc., 
GMC Truck & Coach Div. 
Goodman Lumber Co. 


Hanover Wire Cloth Div., 
Continental Copper & Steel 
Industries, Inc 


Holt Hardwood Co... : 
Huther Bros. Saw Mfg. Co.... 


i, _ RR Lbr. & Mig. 


Keystone Steel & Wire Co... 


Kinzua Pine Mills Co.. 


Kirby Industries 


Lindsey Wagon Co... 
Louisville Cement Co 


Macklanburg-Duncan Co.. 
Majestic Co., The 

Malcom & Associates..... 
Marvel Equipment Co., Inc. 
Mauk Lbr. Co., The C. A. 
Mauk Seattle Lbr. Co.... 
McClintock Lbr. Co., -D. M. 
—s River Lbr. Co., 


Medford Corporation 
Michigan Pole & Tie Co.. 
Miller & Co., Inc 
Minnesota Platon Corp. 


National Oak Flooring 
Manufacturers’ Assn.... 


Northern Wood Products 


Ozan Lumber Co 
= Oak Flooring Co., 


Pacific National Sales Co. 
Pack River Sales Co 
Parker & Sons Co., Ira... 
Philosophical Library, Inc. 
Ponderosa Lbr. 


Ponderosa Pine Woodwork. 
Protection Products Mig. Co. 


Rainy Lake Lumber Co., 
Ltd. 


Roddis Plywood Corp.... 


Schneider Bros. Lbr. Co. 

Schubert Co., H. A..... : 
Scotch Lbr. 

Seattle Boiler Works..... 

Shevlin-McCloud Lbr. Co. 

Smith Lbr. Co., Ralph L... 
Smith Lbr. Co., W. T..... 
Standard Conveyor Co.... 


Standard Dry Wall Products 
Inc. ; 


Them. Ce, 7. 622%. 
Timber Engineering Co. 
Truscon Steel Co 


Underwood Veneer Co.. 
U. S. Gypsum Co......... 
Upson Co., The 


Van-Packer Corporation 


Webster Lbr. Co., H. E......: 


Wells Lumber Co., J. W... 


West Coast Stained Shingle 


Co. 
White River Lumber Co... 
Winternitz & Co., 
Winton Lumber Sales Co... 


Wisconsin-Michigan Page.. .- 


Samuel L... 


BSESn2 LESSLS@ 





